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“St COOPERATION AND SERVICE -- - - - - 
<4 PRINCIPAL FACTORS IN BUILDING 
THE PROGRESSIVE COMPANY 
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If as 
and ¢ 
sais The Executives, Officers and Department 
= Heads of the Missouri State Life are con- 
i A stantly on the alert to give field represen- 
t ° ° 
the ti tatives the most practical and helpful co- 
the et P i 
in takin operation possible. The Company seeks 
wow 5 . ae : ; 
iy at all times to maintain a close relationship 
"peal and sympathetic understanding between 
yr oO . . . 
sed | its Home Office and Field forces with a 
ie & More than | view of rendering service that will make 
a. | it easier for the Agent and enable him to 
yy $1,245,000,000 . 
on. Pe : igh | give complete satisfaction to his clients. 
ustrates . . . 2 . * 
funds of Life Insurance in force. | It is this progressive spirit — this spirit 
lics. if | 
icles | of cooperation and service, extending 
then through every Department and every 
ait Agency of the Company, that is responsi-_} 
er tha 
nts ble for the Company’s wonderful growth. 
It is the principal factor that gives to the 
writi Missouri State Life the distinction of 
it eve . bd 9° 
ngs. 2 being “The Progressive Company. 
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The Peoria Life— 
It Pays! 


The Peoria Life has built a 
widespread reputation for 
promptness by its policy of 
paying all claims within 30 
minutes of receipt of proofs. 
In every community where the 
Peoria Life operates, it wins 
warm approval by its quick 
and liberal settlements. 


Peoria Life agents, like Pe- 
oria Life policyholders, realize 
the profit of Peoria Life Serv- 
ice. They prosper because 
their Company’s wide variety 
of policies enables them to 
meet all circumstances, to 
cover the insurance needs of 



























































men, women, and children; 
because they have distinctive 
policies whose attractive fea- 
tures are not matched else- 
where; because they are con- 
stantly being stimulated by an 
interesting program of con- 
tests and worthwhile rewards; 
because their Company is con- 
tinually developing its terri- 
tory and creating new oppor- 
tunities for its agents; because 
it assumes responsibility for 
their success, and promotes 
their progress by practical 
training and thorough, helpful 
Home Office cooperation. 


Peoria Life agents join their 
policyholders and beneficiaries 
in saying: “Peoria Life Serv- 
ice pays!” 














Peoria Life Insurance Company 


PEORIA, ILLINOIS 








re Ss es 





THE B RATIONAL UNDERWRITER Lif 
of publication, 175 W. a, Blvd, Tl. 
15 gunte per copy. Entered as second-class matter June 9, 1900, at sestedlien 's 


Thirty-fourth year. 





Edition. Published weekly y by Zhe J ational he ce + Comoeny 
ot Coen Ii, 2. 








MANY 


Manage 
Buildi 


Mutual 
al 
speak 

science, 
ell as 


as be el 


ation’s 
anceme 
Nationa’ 
\mong 

f the p 


and the 
protectic 
sically i 
and mot 
will also 


Invita' 
the « 


nthe U 


missione 
province 


Manag 


sociation 


ention : 
“Wher 
vhich h; 
e draw 
vith the 


and indu 


ng of h 
ent ha: 


tamilies. 
‘ity has 
tations 

savings | 
purchase 
tendency 
tuture, 


ealed a 


ance tow 
lamental 


“To ol 


ation’s 


tention t: 


ues stions 
show 
Stitutio 


Matin 





The National Underwriter 


LIFE INSURANCE EDITION 





Thirty-Fourth Year No. 37 CHICAGO, CINCINNATI, NEW YORK AND SAN FRANCISCO, FRIDAY, SEPTEMBER 12, 1930 $3.00 Per Year, 15 Cents a Copy 





| Life Presidents |Jntelligent Recruiting Is —— —— 
| Broaden Scope Key to Agency Building of ‘Two Meets 


Theme for December Meeting Cov- Commissioners’ Convention and 


. SWAMPSCOTT, MASS., Sept. 11 man can get started and what the +3 n 7 
ers Wide Range of The key to success in building up a life | agency will want to do to help him. Connecticut Insurance Day 
Human Needs insurance sales organization is_intelli- Mr. Graham pointed out the danger Draw Many Celebrities 
gent recruiting. This was the theme of | of the general agent overlooking the 
the talks delivered by Aetna Life offi-| fact that a new man is entirely strange ~ 


cials and general agents at the general on the subject which is an every day ~ 
MANY OUTSIDE SPEAKERS agents’ conference here this week. P.| affair e hime. He emphasiond the fact INSURANCE STRONGHOLD 


' ¢ ‘ , 
W. Simpson of Indianapolis talked on | jt js very important to be patient with 








P “Seeking and Selecting Salesmen,” fol-| 4 new man and watch carefully for any Colorful Setting Gives Vivid B 
Manager Wight Explains Topic of lowed by James age es New phases of the subject which he appears olorful Setting Gives Vivid Background 
ork City on “Selling the Business to! not fully to 1 . iohli 
st , . f inderstand to Highlights of Important 
ational Reserve, Issues Se eee ge ee 2 . on XK ; 
Building N the New Man. H. K. Schoch, Detroit, The third step in recruiting, that of Gatherings 
Tentative Program spoke next and Prescott W. Eames, training, was taken up by Mr. Schoch atherings 
manager of the sales training division | and Mr. Eames. Mr. Schoch empha 
pneee concluded. Each talk was followed by | sized the importance of giving a new 
XEW YORK, Sept. 11.—America’s nd open a ~ O. Schriver of | man a foundation training, a training OFFICERS ELECTED 
: ; ° eoria was presiding chairman. free . : » on sloaen — ate ae. . 
man problems will be in the forefront , : : be rd : Mr. Siz free of the technicalities of the busine President—C. C. Wyseng, Indiana, 
; : t is possible according to Mr. Simp-| such as mortality tables and actuarial First Vice-lresident—Jess G. Head, 
discussions at the annual meeting oF son that the life msurance profession | phases. “The sooner,” he said. “a man Oklahoma, 
the Association of Life Insurance Presi- spends too much of its time looking | is given a knowledge of the business Second Vice-lresident— Clare A. Lee, 
. , ; > ry sir > »rience > ic ace ; Oregon, 
ents. at the Hotel Astor, New York, | !0r men with selling experience. He is | which will enable him to go out and ac- a 8. Caldwell. Tennes 
. . of the opinion that a capable man can | tyally sell insurance, the more likely he : agp eae a tats - yA yong se 
lec. 11-12. The chairman will be James 4 : e . i } tually ‘ ’ ! y! Executive Committee—R ay Venter, 
: 7 . be made into a good insurance sales- | j. to take a genuine interest in his new | tewa Seaton, &. €. fenem iene. 
; saat lies secticu Pig nea Pisenaegs of § » ; » & y: 
Lee Loomis, president Connecticut | man and that a general agent should de | work and be encouraged to stay with | Carolina; M. H. Taggart, Pennsylvania; 
Mutual vote his time more to seeking out this | j¢” ©. &, Younaer, Ghies &.. 5. Rant, Nelwantiens 
Speakers from the fields of journalism, mee of man than to pursuing the born| “pe. said that it has been the fault of |W 4. Tarver, Seene Cheetos: Ghat. 
. salesman. . : : meyer, yoming. 
a eit : , ation. as vast methods to load the new man up : 
science, education and transportation, a ‘ I i "lac » Mee = 
s Be ll s : hat Looks for Enthusiasm iwith a lot of non-essential facts that ig Next Meeting—New York City, 
vell as life insurance, will discuss wha only blur his vision of what he is sell- . . 


“I have almost stopped looking for 


has been done and can be done by the salesmen,” he said. “Instead I am look-| ing and handicap his ability to talk 
ations great agencies for social ac ing for men to whom we can sell the | C/¢ariy anc persuasively to prospects. 
vancement, under the theme—“Building | jnsurance business and develop  into| ~ [he fundamentals,” he said, “are to HARTFORD, Sept. 11 The insur 
National Reserves ne Needs. good salesmen.” He pointed out that —_ the —, to explain a ance environment, color and atmos- 
1 ypic wi ye discussions are _ ; idi ~haracteristics what a need tor insurance 1s, 10W the 
Among their topics te there are certain guiding characteristics | ° pntcllie Mangan: Vang | Phere, the strength of its underwriting 
f the prevention of old-age dependency by which suitable material can be dis- | Company can supply it, and what it will 
and the work of extending insurance | tinguished, paramount among them | cost. imstitutions, were vividly pictured at 
protecti indivi s who are phy- . s Hartford this week when th la 
protection to individuals bosom 4 nae being listed ambition and the desire to Deanite Flan Important ‘ r e National 
‘ically impaired. A survey of health} be known as men who are making good } , , | Convention of Insurance Commissioners 
and mortality conditions in the nation] He looks also for the attitude of confi- Immediately following Mr. Schoch’s vant Senne The importance of inser 
. f ° : e afi, “ER all To. . ” : ° rtank oO 
will also form a part of the program. dence in and enthusiasm for the sell- | talk on “Foundation Training,” Clyde : H ' 
e e +s 1.° ~ au 7 24 . Ti) > > ’ ance in ms every as t in « 
Many Officials Invited ing of insurance. In summarizing his | F. Gay, assistant superintendent of 5 — aresare 
agencies, interrupted the scheduled pro- | was impressed on the minds of visitors 


Invitations to attend are being mailed discussion he mate me cg ea pai 

. : o¢ -|ment that general agents too often 

to the executives of all life companies spend too little time selecting and too 
athe United States and Canada. Com- much in trying to train unsatisfactory ' 

missioners of the various states and/ jon He says that it is very important | prepared along the lines which 


gram long enough to introduce the Hartford had a double-decked gath- 
Aetna’s new foundation training course 


—a definite plan which the company has ‘ 
Mr. | ¢xercises with an elaborate program 


were given all day Tuesday with James 


ering as Connecticut Insurance Day 








provinces are also being asked. __ |to make sure that a man has proper | Schoch set forth. . Case N } ners = 

Manager George T. Wight of the as-| Qualifications and that he appear in Mr. Eames took up the subject of | Case of Norwich as general chair- 

| sociation outlines the scope ot the con- every way to be a good man for the “Training” from this point and in his man 

| vention : 1 organization before any time or money | paper pointed out the more practical Sponsored by Associations 

When the association gathers, a year! whatsoever is spent on him. phases of selling. He placed special Thi 1 lave . 

vhich has tested the nation’s fiber will stress on the importance of an agent us annual conclave is sponsored by 
¢ drawing to a close. Hand in hand Points Out Magnitude having a definite plan. “The plan,” he the Connecticut life, fire and casualty 
with the fight to overcome commercial Taking up the subject from this point | said, “should be developed around the | ©o™Panies, Connecticut Field Club, 
and industrial lasstitude has gone a sift-] Mr. Graham in his paper explained his | idea of selling the service that life in- Connecticut Association of Life Under- 
ng of human requirements. Retrench-| methods in selling the insurance busi-| surance renders rather than policies.” writers and Connecticut Association of 
nent has been the watchword in many j ness to the new man once he is selected Insurance Agents. a . 
families. Upon others financial neces-|as suitable material. He points out to Vice-president William BroSmith of 

the Travelers was general chairman on 


the new man the magnitude of the in- 
tations. Nevertheless, such indices as | Surance business as compared with other 
savings bank deposits and life insurance big businesses, as compared with gov- 
purchases have reflected a nation-wide | ernmmental work, the tremendous sum 
tendency to build substantially for the | distributed each day by life insurance 
juture. Economic uncertainty has re- | companies, the satisfaction of being in 
vealed a deep undercurrent of persever- | a business which accomplishes so much 
ance toward provision for the more fun-| good, its money making possibiliti es, 
lamental human_ necessities. and the broad line of opportunities it 

“To obt iin a deeper insight into the offers. It 1s his theory that the selling 
ation’s human problems. to direct at-| Of a man on the business should in- 
tention towards solution of some of these | Clude matters of more practical and im- 


sit . . > . cey 3 = 
ty has imposed even more severe limi High Rate of Lapsation arrangements for the commissioners 
and their guests. There had been a 
Revealed at Conference vast amount of preliminary work done 
by various committees. The attendance 
was larger than usual It meant in 
* 2 ass many cases making two blades of grass 
pane See Saree ee grow where only one was intended 
their death had la $20,000,000 The machinery oiled and turnished by 
ef We insurance F This startling these astute and efficient Hartford peo- 
statement wee made ot the Aatue ple ran with precision. If there were 
Life general agents’ conference in 





In 1929 in Canada and the 





any weaknesses in the gearing they 
were not apparent to the visitors. 











westions of broad public interest and | mediate concern such as how a new Swampscott, Mass., this week by T 
sh t f the — - : The crowd arrived in large numbers 
ow the relationship thereto of the —— - N. M. DeNezzo, home office gc ee a oe ag 

stitution of life insurance will be the q otis ee oad agency assistant. This fact, he Sunday _ ao en river o New 

nimating purpose of the convention ceeding generations the obligation to said, makes it absolutely necessary Haven where the Yale campus was ex- 
carry on with increased vigor. Food, | ° . hibited by Donald G. North, well know 
Progr in Filling Needs ; : for everyone connected with the ’ 
eress in ng Nee shelter and clothing have long since New Haven local agent, who proved to 


+ Smita ate a8 . ate insurance busin to give the ut- 

The onward march of civilization can | ceased to number the necessities of life anne Caen ome = © be a most efficient guide and lecturer. 
Eeene to to human needs that have been Education, sanitary and comfortable liv- selling and following up of life The commissioners ate together at 
atished cach generation’s contribu- ing conditions, and the opportunity for ineurence breakfast Monday morning in one room 

= n of its genius toward improving the | spiritual and material development are | , while the hoi polloi had their morning 
ndition of mankind places upon suc- (CONTINUED ON PAGE 18) (CONTINUED ON PAGE §&) 


most attention to the intelligent 
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Urges Study of 
Claim Lessons 


Check Anticipations by End Re- 
sults, Dr. H. W. Dingman 
Advises 


CLAIM MEN CAN HELP 


. 


Speaker Tells International Claim As- 


sociation Members to Classify 
Claims by Hazard Indicated 

Greater ‘amwork between under- 
writers and claim men was advocated 
by Dr. Harry W. Dingman, medical 
director Continental Assurance of Chi- 
cago, in his address before the annual 
convention of the International Claim 
Association in Ottawa. 


“It is to the best interest of our com- 
panies,” Dr. Dingman declared, “if un- 
derwriters and claim men _ work to- 
gether. Surely the intensive study of 
human nature permitted by review of 
claim papers should reveal lessons 
usable by selectors. Surely selectors 


should study end results of their under- 
writing as shown in the claims that are 
presented and check their anticipations 
with the actual happenings.” 

Although the loss ratio is not and 
should not be blamed or credited to the 
claim department, Dr. Dingman urged 
that claim’ men contribute their advice 
to underwriters in an attempt to elimi- 
nate unfair claims. The speaker sug- 
gested that claim men classify all claims 
as to whether moral hazard, mental at- 


titude hazards, or physical hazard is 
indicated and “give your underwriters 
a mark to shoot at, the reduction of 
moral and mental attitude cases from 
year to year.” 

Identifies Claim Type 

“We agree that the chief accident and 
health hazard is moral,” Dr. Dingman 
added. “You know the claim type: not 
well when they apply; not sick when 
they collect. Perhaps the next most 
dangerous hazard is psychical, the men- 
tal attitude toward ciaims. Many of our 
claimants accept the idea of sickness 
too readily and resist the idea of re- 
covery too lingeringly, and may be en- 
tirely sincere in doing so. The third 
major hazard, physical, is intelligently 
guarded against by well informed un- 
derwriters.” 

Reasonableness, according to Dr. 
Dingman, should be the predominant 
charactertistic of a claim man. “Selec- 
tors,” he said, “are endeavoring to sell 


reasonable protection to reasonable per- 


sons even as claim men desire to pay 
reasonable idemnity to reasonable 
claimants. 

“To be reasonable,” he continued, 
“means to be equitable and fair; to act 
according to reason; to use proper judg- 
ment and deducing inferences from 
facts and in determining right from 
wrong. 

Rules for Claim Man 

“The company sells disability cover- 
age for protection, not for gain. 

“The company contract is for protec- 


tion of the degree specified. 
“The company proposes to pay every 
proper claim. 


“The company proposes to resist 
every unfair claim. 
“The company asks for reasonable 


evidence of reasonable claim. Thus only 
can the company protect present and 
future policyholders,” 

Another classification of claimants by 


claim men, which would be helpful to 
underwriters, according _to Dr. Ding- 
man, would be to specify those who 


properly state their cases, those who 
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Named Chairman 


—— 








JAMES LEE 


LOOMIS 


James Lee Loomis, president of the 
Connecticut Mutual Life, will preside 
as chairman at the annual meeting of 
the Association of Life Insurance Pres- 
idents in New York Dec. 11-12. 





falsely state, and those who exaggerate. 

Dr. Dingman analyzed the underwrit- 
ing process as first considering each 
applicant individually, according to his 
particular attributes and then grouping 
prospects into classes that are accept- 
able or unacceptable, or acceptable on a 
basis. 

Claim Service Different 


The reverse process is true, according 
to Dr. Dingman, in claim service. “First 
must come standardization of applicants 
into policyholders, and then, individual- 
ization of the claimants that the policy- 
holders supply us.” 

To illustrate how underwriters and 
claim men may work together, Dr. 
Dingman reported his study of 24 of his 
company’s worst claims under non-can- 
cellable accident and health contracts. 

Seven of these cases, Dr. Dingman 
said, had been paid under non-cancell- 
able accident and health policies for five 
years and the others for more than two 
years. 

These 24 claimants, on Jan. 1, 1930, 
had collected $301,000 and the Con- 
tinental Assurance had set aside $612,- 
000 for future payments. The indemni- 
ties totaled $7,600 monthly. 

Dr. Dingman found significance in the 
fact that 19 of the 24 claimants were 
self employers, that is they were not 
directly responsible to others for their 
services. “Without a doubt individuals 
whose income is in fees and commis- 
sions collect more indemnities propor- 
tionately than salaried men who must 
report to their employers,” Dr. Ding- 
man concluded. 


Large Indemnity Hazard 


Also the hazard of large indemnities 
was illustrated. In nine of the 24 cases 
the Continental, he said, participated 
in indemnities protecting 75 percent or 
more of the earned income. The 
underwriting rule of the Continental 
now is, according to Dr. Dingman, not 
to participate beyond 66 percent at ages 
20-45, 50 percent at ages 46-55, and i 
no event beyond $1,000 monthly. 

This research also developed that 
nervous claims outnumber tuberculosis. 
“It may be they have out selected us, 
or it may be they are relatively high 
because we have out selected the tuber- 
culosis prospects,” Dr. Dingman com- 
mented. 

The question provoked by this study 
was whether present day selection stan- 
dards would have relieved the company 
of any of this liability. Of the 24 
claimants, 14 obtained coverage in 
1920-21, eight in 1922-3-4 and two in 
1926. 

“We would,” Dr. Dingman said, 
“probably have rejected $3,600 and that 





President Duffield 
of the Prudential Is 
Quoted in Magazine 











The purest kind of unselfishness is in- 
volved in the individual’s point of view 
regarding the insuring of his own life, 
President Edward D. Duffielé of the Pru- 
dential says in an article by David L.aw- 
Business > ii- 


rence, “American 
ness Men,” in the “Saturd: Gs ig 
Post” of Sept. 6. Mr. D® Id: ys 


perhaps the individual's onk afce to 
profit is through the thought Uf making 
provision for others. He says it is pos- 
sible to encourage unselfishness of this 
kind but this increases the responsibili- 
ties of insurance companies in finding a 
way to meet current life problems. 

He emphasizes that life companies 
spend as much time in inducing people 
to keep their policies as in finding new 
customers, for the lapsed policy is an 
economic loss, both to insured and com- 
pany. He finds that in recent years peo- 
ple have been coming more and more 
to hold on to their policies. 


Have Diversified Functions 


Mr. Duffield emphasizes that by no 
means the only duty of a life company 
executive is that of managing sales and 
issuing life insurance. The executive's 
problem also takes in coordination of 
different departments relating to invest- 
ment of funds, developing new forms, 
etc. 

He finds the investment side one of 
the most important. Restrictions im- 
posed by law serve to some extent to 
maintain companies on a sound basis, 
but Mr. Duffield finds that after all the 
element of judgment and discretion re- 
mains with the company executives as 
to how these large funds will be put 
to work. 


Insurance Departments of 
Investment Houses Opposed 


The question of investment houses 
opening insurance departments either di- 
rectly or otherwise formed the subject 
of a lively discussion at the monthly 
meeting of the Life Insurance Man- 
agers Round Table of Baltimore, at 
which Frederick A. Savage, Jr., presided. 

As a result of the pt had it was 
decided to take concrete action and a 
resolution condemning such methods 
was decided upon. This will be pre- 
sented to the Baltimore Life Under- 
writers Association at its monthly meet- 
ing next week with the request to pre- 
sent it to the national convention at 
Toronto and to the Life Insurance 
Presidents Association at its meeting in 
December. 


Whitlock Takes New Post 


President O. J. Arnold, J. S. Hale, 
actuary, and W. F. Grantges, agency 
manager of the Northwestery. National 
Life; represented the home fice at a 


meeting in Omaha Tuesday of the H. O. 
Wilhelm agency. 


George R. Whitlock, whq, succeeded 


to the presidency of the ag@icy on the 
recent death of Mr. Wilhe was in- 
stalled in office. There wet #26 agents 
present from Omaha and ner towns 


throughout the state. 

The Wilhelm Agency has @ways been 

in the front rank among the Agencies of 
the company. President Arncid predicts 
a bright future for the agenc ¥ under the 
guidance of Mr. Whitlock,! who has 
made a success in agency work. 
—— 4——__——— 
would have found us paying $4,000 
monthly to this group instead,of $7,600. 
Instead of receiving $2,200 yéarly from 
these 24 individuals, and proportionately 
from our other policyholders we would, 
at present prices, be get. g almost 
double the premium rate, $4 “00.” 
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Aetna Gener! 
Agents G<e*’ 


Luther Stresses 
Organized Selling in ‘ iff. 
cult Times 


Importane 6, 


CONSIDER LAPSE «ATE 


Increase in Number of People Asking 
for Installment Settlement—Push 
Accident Insurance 


SWAMPSCOTT, MASS., Sept 
The importance of organized 
especially as it applies to times 
ficult as the present, was 
Vice-president K. A. Luther’s keynote 
address at the opening session of the 
Aetna Life’s annual general agents con- 
ference here. Any plan, he said, that 
is well organized, well constructed, is 
better than no plan. Any agency that 
is well managed and that will make a 
special and intelligent effort toward or- 





ll 


selling 


as dil- 


stressed in 


ganized selling, he concluded, can suc- 
cessfully overcome any adverse condi- 
tion. 


President Morgan B. Brainard, wh 
has never failed to be present at one 
of the Aetna general agency confer. 
ences, was unable to deliver his address 
of welcome. In his absence Mr. Luther 
read the address for him. Mr. Brainard 
referred to the difficulties encountered 
as a result of the market decline in 
October, 1929, and said, “our invest- 
ments stood the test, and the wisdon 
of our investment policy was fully 
demonstrated.” 


Lapse 20 Million Before Death 


The response of the field was voiced 


by R. I. Clancey, Toronto general agent, 
who spoke very encouragingly of the 
prespect of mutual business develop- 
— between the United States and 

Canada. 

N. M. DeNezzo, home office age 
assistant, gave a highly informative talk 
on conservation. As a result of the 
stock market decline, he said. lapsatio 
had increased. During 1929 Canada 
and the United States 25,000 individuals 
died who within 12 months of their 
deaths had lapsed $20,000,000 of life in 
surance, Mr. DeNezzo stated. This tact 
he said, makes it absolutely necessar) 


for everyone connected with the insur- 


ance business to give the utmost of at- 
tention to the intelligent selling and the 
follow up of life insurance. ; 
‘Any salesman,” he said, ho is i- 
terested in the first year commission 
only is not an asset to the company 
Much has been said and written relative 


to ways and means of keeping business 
on the books, but we want to en -‘mphast ze 
one thing which we think is more im 
portant than all others to preserve busi- 


ness, and that is the tenure of office 0! 
the salesman. The salesman who joins 
our ranks, works about six months or | 
year, and then quits, and therefore % 
no longer interested in the policyholder 
always suffers a heavy lapse. Ever 
general agency should have a definite 
procedure for servicing thos« polcy- 
holders secured through agents who ar 
no longér wth the agency. 
Conservation Important 
“There is an obligation resting ‘ 


Aetna Life salesman to give * 


every 
and attention to the 


much energy 


servation of business now in force as ™ 
does to the production of new bu 
ness. 
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“Every field man should realize tha’ 
the due date of the first renewal pre: 
mium is the danger point in the e life ¢ 
a policy, and unless it+"as th 
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* “ing Sessions of Agency 


and Home Office Manage- 


ais 


ment Elections 


AGT 'TS SEND DELEGATION 


Meeting Early in October Gives Promise 
of Developing Much Material 
Useful to Business 





Pursuant to its long-established pol- 
icy of cooperation with agents in solv- 
- field problems and bettering stand- 
ards and conditions, the American Life 
plans an_ interesting 


Convention pro- 


cram for the Agency Section meeting 
Oct. 3 at Chicago, which will be an im- 
portant part of the silver anni- 
versary meeting of the convention 
there Oct. 1-3. 

\t its Milwaukee meeting in 1922, the 
convention adopted resolutions endors- 
ing aims and accomplishments of the 
National Association of Life Under- 


writers and recommended that company 
field representatives affiliate with that 


body. So there is something more than 
a mere courtesy gesture in the fact that 

delegation of the National Associa- 
tion ot Life Underwriters will attend 


the Chicago meeting. 
Speakers Before Section 


Speakers before the Agency Section 

will include A. L. Dern, manager of 
agencies, Lincoln National Life; Wal- 
ter Cluff, supervisor, department of in- 
struction, Kansas City Life, and James 
\. McLain, vice-president Guardian Life, 
New York. 

Walter E. Webb, 
National Life, U. S. 
chairman of the section 
side 

Mr. 


vice-president 
A., Chicago, 
and will pre- 


1s 


discuss “Creating 
Agency Organization Outside Metro- 
politan Centers.” His company has 
been successful in this field and his re- 
marks should prove valuable. 


Dern will 


Discusses Metropolitan Field 


“Teaching Agents—What, How and 


LIFE 





Women Agents Launch 
Own Club in Company 


On the theory that the solicita- 
tion of women prospects requires 
special knowledge and special tech- 
nique, the women producers for 
the Massachusetts Mutual have or- 
ganized a federation with Lena 
Lake Forrest of Detroit as chair- 
man. It is planned to hold an 
afternoon session at each conven- 
‘on - the Massachusetts Mutual 

c iss the contracts which the 

sm. tv offers to women and to 
t. Ti closer bond between Massa- 
chusc.:ts Mutual women producers. 
Vice-chairman of the federation is 
Olive Joy Wright of Cleveland 
and Alberta Allen of St. Louis is 
secretary-treasurer. 














Who?” is the subject assigned to Mr. 
Cluff. He is recognized as one of the 


most successful educational directors in 
the life business. 

“Problems in Development of Metro- 
politan Territory” is the text assigned 
to Mr. McLain. This a field with 
which he is fully acquainted, as he has 
worked his way upwards from the sell- 
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ing ranks. He started with the War- 
ren M. Horner agency at Minneapolis. 
He was a member of the first class in 


life insurance at the Carnegie Institute 
of Technology, completing the course 
in 1920. He then joined the home office 
agency department of the Guardian Life. 

In 1924 he was made assistant super- 
intendent of agencies; in 1925, inspector 
of agencies, and in 1927, superintendent 
of agencies. This year he was elevated 


to agency vice president. During the 
national thrift campaign he served as 
chairman of the Life Insurance Day 


committee. He is a member of the ex- 
ecutive committee of the Life Insurance 
Sales Research Bureau. 

Round Table Discussion 


\ round table discussion of various 


agency problems will be a feature of 
the Agency Section meeting. 

The complete program for the Home 
Office Management Section, of which 
H. F. Chadeayne, manager administra- 
tion department, Missouri State Life, 
St. Louis, is chairman, also is announced. 

W. J. Donald, managing director 


\merican Management Association, 
New York, will be the section's repre- 
sentative on the main convention pro- 
gram. He will speak Oct. 2 on “Man- 
agement Trends and Their Meaning to 
Life Insurance Companies.” 


“Giving Home Office Employes an 
Insurance Background” will be Chair- 
(CONTINUED ON PAGE 7) 
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Dunham Sees Y ear of Big 
Betterments in Insurance 





Conditions in field and home office | 
have been bettered more in the last year 
than in a long time, and it has been a 
most important epoch in insurance, Col. | 
Howard P. Dunham, Connecticut com- | 
missioner and president National Con- | 
vention of Insurance Commissioners, | 
said in his annual address at the com- | 
missioners’ meeting in Mon- | 
day. 
Business records indi- | 
cate there were some wobbling finan- 
cial structures in less conservative com 
panies, he said, but formation of 
carriers, so extensive in the boom pe- | 
riod, has practically ceased and there | 
i 
| 


Hartford 


of companies 
new 


are fewer mergers than last year. He 
said there were a few tangles due to the 
scramble for business, but as a 
the business has advanced fast 
1930 doubtless will show added 
ciency in many ways. 

The competitive commission 
lem very nearly has been solved, he 
said, and he predicted there would be 
fewer agents in the future but that they | 
would be better qualified. 


whole 
and 
effi- | 


prob- 


Compliments Insurance Press 


He spoke of the splendid influence of 
the insurance press and paid tribute to 
the high class educational publicity re- 
cently started by the National Board of 
Fire Underwriters. There is nothing to 
hide in the insurance busin and the 
more the public knows about the busi- 
ness the better it is for all parties con- 
cerned, Mr. Dunham said. 

He complimented the work of agents 
and advocated closer touch between the 
commissioners and agents. He said the 


ss 


over-conservative company that never 
changes its methods probably avoided 
many losses, but failed to make con- 


spicuous gains which were necessary to 
its continuance. He said the “open 
season” for legislative acts at hand 
and he predicted the usual crop of bills 
which should be carefully watched by 
commissioners as well companies. 
There are thousands of unnecessary laws 
already on our statutes, he said, and it 
would be well for commissioners openly 
to advocate lessening, rather than in- 
creasing, the number laws. 


is 


as 


of 
Deprecates Examination Costs 


He urged that departmental examina- 
tion to companies be reduced if 
possible and that there be a general | 


cost 


slowing up in the call and demand for 
unnecessary statistics and other data 
The taxes which of 
course are passed on to the public, and 
these extra fees amount 
sums and the compilation 
a very expensive item 
gate, he said. 

Mr. Dunham discussed the economics 
of insurance. “In times of prosperity 
there is an expansion of capital and an 
expansion of human endeavors in nearly 
all lines of business. During such times 


companies pay 
tremendous 
ot statistics 
the aggre- 


to 


is 


in 


|} it is not uncommon for unwise capital 


investments to be made, also for many 
people to become engaged in business 
pursuits which they are not fitted 
cessfully to carry out 

“I have long been of the belief that 


suc- 


| the operation of the laws of economics 


can be relied upon to settle many of our 
problems. Attempts to regulate eco- 
nomic conditions by legislation have 
proved abortive in the past as they will 


in the future As a people we have 
been too prone to seek legislation as a 
cure-all tor our ills. Intervention by 
| outside agencies has come only when 
it seemed, as it did in the matter of 


rising acquisition costs, that conditions 
were developing which, if unchecked, 
would adversely affect the public inter- 
est. 

Says Soundness I« 


“We look 
with confidence that those insurance 
companies and agents whose business 
has been conducted along lines of sound 
and intelligent business management 
and financial solvency with due regard 
to the public welfare will survive and 
continue to render indemnity and serv- 
ice to policyholders and beneficiaries to 
a greater degree than ever before, while 
the misfit will be weeded out through 
the law of survival of the fittest. 

“The rising cost of the acquisition of 
business in connection with all lines of 
insurance has engaged the attention of 
the members of this body throughout 
the year just ended. They have also to 
an equal or greater degree engaged the 
serious attention of company executives 
whose normally narrow margin of un- 
derwriting profit menaced by every 

in cost. Speaking in general terms, 

from a country-wide standpoint, the 

cost of insurance to the public has not 
(CONTINUED ON PAGE 7) 
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To the Man 


who ean fill 


the bill 


Central Life, a strong Mutual company, now 
in its 35th year, offers exceptional opportunity 
to qualified men who are interested in life insur- 
ance as a profession and who wish to “arrive” 


during the next ten years. 


These opportunities exist in every state in 
which the company operates. 


Central Life offers the advantage of a MU- 
TUAL company, thorough training courses, 
numerous sales helps, up-to-date contracts and 
the aid of Service and Educational Departments 
to supply impartial advice on all insurance 


problems. 


We invite inquiries from men who can fill 


the bill. 


Cent ral 


Assurance 


(MUTUAL) 


Life 


Society 


T. C. DENNY, President 


DES MOINES 


Insurance in Force 
Nearly $200,000,000.00 








IOWA 


Assets More 
Than $32,000,000.00 











icaadiiad anaes Day 
Draws a Large Attendance 


DEBATE “MEETING ISSUES” 





Many Visiting Commissioners and Other 
Insurance Celebrities Lend Color 
to Hartford Event 


By R. B. MITCHELL 


HARTFORD, CONN., Sept. 11.— 
Addresses on present day trends in the 
fire, life, and casualty fields, followed 
by three talks on “Meeting the Issues,” 
from the viewpoint of companies, agents 
and the public, occupied the morning 
session of the sixth annual Connecticut 
Insurance Day. 

General Chairman James L. Case pre- 
sided and officially welcomed the gather- 
ing, which assembled in the auditorium 
of the Travelers building, James Wyper, 
president of the National Board, stressed 
the development of preventive meas- 
ures as no less important a function of 
a fire company than the indemnity fea- 
ture, citing the case of a casualty com- 
pany which pays four times as much for 
boiler inspections as it pays in claims. 


Beha Stresses Prevention 


September 











In New Position 














L. J. TREANOR 


L. J. Treanor, who was recently 
elected second vice-president of the 
Michigan Life of Detroit, has assumed 





The principle of prevention of acci- 
dents, rather than paying for damage, 
was also brought out by James A. Beha, 
general manager National Bureau of 
Casualty & Surety Underwriters. 

“In spite of a 15 percent increase in 
motor traffic over the same month of 
last year, August, 1930, showed a de- 
crease of 25 percent in auto deaths, due 
to the ‘save a life’ campaign,” said Mr. 
Beha. In spite of the complexities which 
naturally beset a relatively new line, the 
casualty business has gone ahead until 
it has passed the $1,000,000,000 premium 
income mark, Mr. Beha said. 

State regulation is not at all to be de- 
plored, the speaker said, the attitude of 
the commissioners usually benefiting 
both carrier and insured. 


Life Insurance Man Speaks 


“A depression-proof and _ prosperity- 
proof investment” was the way John M. 
Laird, vice-president Connecticut Gen- 
eral Life, characterized life insurance. 
Expansion in the life field, he said, lies 
mostly in having increasingly well 
trained salesmen. 

M. Clark Terrill, vice-president Phoe- 
nix Mutual Life, discussing * ‘Meet Me 
the Issues” from the companies’ view- 
point ,touched on the need of conserva- 
tion at a time when there is an excess 
above normal of $100,000,000 in policy 
loans. He ureed reduction of turnover 
among life salesmen through more care- 
ful selection, better training, policies de- 
signed to meet modern needs, and min- 
imizing of waste effort through adver- 
tising. 

Bennett Gives Address 


Walter H. Bennett, secretary-counsel 
of the National Association of Insurance 
Agents spoke of the growth of the as- 
sociation, which recently passed the 
12,000 mark and went over its 10 per- 


cent yearly increase quota. 

William H. Fortune, vice-president 
Shawmut National Bank of Boston, 
talked on cooperation between banks 


and insurance men. 

As a representative of the public he 
remarked that apparent contradictions 
by rival salesmen confuse the prospect 
and do not help the business in general. 
At the banquet at the close of the 
day, James L. Case of Norwich was 
toastmaster. The speakers were Com- 
missioner Dunham of Connecticut, Judge 
Chester B. Jordan of Keene, N. H., and 
Strickland Gillilan, the humorist. 


Commissioners Are Guests 


The Connecticut Insurance Day peo- 
ple invited visiting commissioners and 
their guests to luncheon Tuesday. Mr. 
Case presided at the function and intro- 
duced Col. H. P. Dunham, Connecticut 





his new position. For the last 12 years 
he has been an examiner in the Michi- 
gan insurance department and for the 
past eight years the chief examiner. He 
is a world war veteran, having spent 13 
months in the service, receiving a com- 
mission as second lieutenant in the fiy- 
ing corps. Prior to his enlistment he 
was engaged in the banking business in 
north central Michigan. 

Alex J. Groesbeck, former governor 
is president of the company, and L. T 
Hands, former commissioner of insur- 
ance, is first vice-president and manager. 





Brief talks were made by Commissioners 
Yenter of Iowa, Taggart of Pennsy! 
vania, Cochran of Colorado, Lawson 
West Virginia, Beha of New York at 
Thulemeyer of W yoming. 

State Commissioner of 
of Connecticut, State Librarian Goddar 
State Comptroller Salmon and Collector 
of Internal Revenue Eaton also spok 


Police Hurl 


lor 


Life Men Hear Terriberr» 


To reach the “hottest” prospects 
life salesman must earn the right to ex 
pect his client’s sincere recommendati 

to friends, G. Gilson Terriberry of the 
Beers & De Long agency of t! 
Benefit, New York, told the annual con- 
ference of Connecticut life und¢ 
associations in the afternoon session 

the insurance day program. Orrin 

Spencer, president of the New Have 
association, was in charge. Mr. Tet 
berry classified prospects 
cold, cool, warm and hot, according t 
the likelihood of closing the sa His 
advice was “turn on the heat,’ to W! 
the standing with clients which mg 
lead to prospects of the “hot” variet) 
He mentioned friendly acts rangins 
from getting a man a 


as tfroz 


discot on 
dozen golf balls to getting him a Jo? 
He advised “breeding up” 
that is, following as far as poss 
pects obtained through client buying 
the larger policies. 

Hull Urges Optimism 


Roger B. Hull, general cou! 
National Association of Life | 
ers, put forth a very convinc! 
for optimism, quoting the sec 
million dollar producer as: “} Go a 
lion dollar business because ! c 

do it.” Mr. Hull said that wt Be 
spiration and an intensely humian tee 
ing the life underwriter can 
his function and be a true °s 
neer.’ 

Henry H. Kohn of New Ye 
dent of the Morris Plan Insur: 
ciety, recounted an incident ot 





commissioner, as master of ceremonies. 


ginning of American business 1!” 
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Septer ber 12, 1930 


Commissioners’ Committee 


RESOLUTION READ BY BONEY 


State Insurance Supervisors in Hartford 
Meeting Refer Matter for Consid- 
eration at New York 









HARTFORD, CONN., Sept. 11.— 
Commissioner Boney of North Carolina, 
chairman committee on uniform laws 
and investments, National Convention 
§ Insurance Commissioners, made a 
report at the “lartford meeting this 
week, it being a resolution adopted by 
the committee. It was referred for con- 
sideration at the New York meeting in 
December. 

The report is: 


Text of Recommendation 





“Whereas, the laws of the several 
states pertaining to the investments of 
the capital and legal reserves of life 
companies has, in the opinion of the 
committee, been found adequate and 
satisfactory. 

“Whereas, there is imperative need 
jor companies, other than life, to main- 
tain their assets in fiquid and readily 
convertible form. 

“Whereas, the laws of the several 
states as presently constituted respect- 
ing investments have been tested 
through conflagrations, as well as finan- 
cial crises, without materially affecting 
the solvency of such companies. 

“Whereas, any attempt to change ma- 
terially the present investment laws of 
the several states under which the com- 
panies are organized and upon which 
their financial structure has been estab- 
lished might and probably would result 
in great confusion, if not financial loss. 

“Whereas, circumstances may change 
and a rigid requirement for a given 
amount of investment in a certain class 
f security might, while desirable at one 
time, be entirely undesirable at another 
time. 

Urge Preferred Securities 


“Resolved, that the capital and sur- 
plus of an insurance company to the 
extent of the minimum capital and sur- 
plus required by law, and in the case of 
a life company the capital and legal re- 
serves, should be invested only in pre- 
lerred securities such as stocks or bonds 
ot the United States or of any state, 
territory, or district of the United 
States, not estimated above their cur- 
rent market value, and the bonds of a 
county or incorporated city of any state, 
istrict or territory of the United States 
duly authorized to be issued by the 


legislature, not estimated above their 
urrent market value, or the bonds of 
mortgages on improved unincumbered 
teal property not to exceed 50 percent 
{ the conservative value of such real 
property 


Commend State Control 


az rhe committee believes that the de- 
‘rmination by the state of the general 
laracter of securities in which its do- 


méstic Insurance companies of different 
‘yPes may invest their additional funds 
‘commendable and has the approval of 
‘€ committee, but foreign companies 


admitted such states should be per- 
nitted to est their funds in the class 
ind char ter prescribed by the state 
I their in rporation, or, in the case of 


“en Companies, in the state in which 


they are domesticated. 

H It furthermore asserts that it is con- 
“ty to the best interest of policyhold- 
: and all concerned for a given state 
5 eect | securities and prefer by 


€O1<] a4; . 
5iSiative mpulsion or through coer- 
10n ft 


nie the i tment of insurance compa- 


assets such securities.” 
“Ww - a 
a ee Gilbert T. Stephenson, is 
lect fron, *! book treating the sub- 
view _ life insurance point of 
' “rice, $3. Order from The Na- 


nal Und« rwriter. 
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Angelo Patri, New York educator. Italian by birth and 
American by adoption, he combines the Latin love of beauty 
with the fund tal di of American ideals. His work 
with children and writings about them have influenced teachers, 


parents, and children the country over. 











E children must be educated, and father and mother have to 
provide for that purpose. The public schools help out until 
adolescence is reached, and then comes the specialized training, 

without which it is becoming harder and harder for beginners to enter 
the earning stage. That costs money, and money, in the homes where 
there are children, is usually scarce. What is to be done about it? 

“I would say start the education fund when the first child is born. 
The relatives usually make the child presents on christening days and 
birthdays and high occasions, and gift money ought to be used in some 
way that is to last. Why not in the education fund? In that way the 
money keeps growing, and by and by it will go toward the college course 
and so last forever. 

“But the basis of the fund must come from the family savings fund 
and, lately, I have noticed various insurance companies advertising 
schemes for saving the education fund for the children. 

“That seems a fine thing. Money put in such fund is going to be 
there for the child even if you should die. That means the child's 
education is secure, no matter what becomes of you. That seems to 
me a wonderful idea. 

“If from the beginning a child knows that there is a fund and grad- 
ually learns its meaning he will do his share of the saving, and thereby 
start the most valuable phase of his education, economic thinking. 
That sort of child helps himself through the last years of his schooling 
and makes them doubly fruitful. 

“Every year that a child spends im school adds proportionately to his 
earning capacity. The college-trained worker commands thousands of 
dollars more than the untrained one, and his earning and growing 
period lasts much longer. It is that longer and richer life you give the 
child when you establish his education fund. 





“I feel like the salesman who says: ' Ladies and gentlemen, I heart- 
ily recommend this article. No household should be without it.” 


ANGELO PATRI. 







LiFe INSURANCE COMPANY 





Se ee ee ee ee ee 





Inquiry Bureau, John Hancock Mutual Life Insurance Co., Boston, Mass.— Please send me further 


information about Education Insurance, 






'Nameé........ sicmsaieleiiieicaiiideiathinhalancaiaeigihtiia diel dalaalanliiateasitiaia . 



































Lire INSURANCE COMPANY 


oF BosTon. Massacnuserrs 















advises life insurance for 
education in 


Parents’ Magazine 
Ladies’ Home Journal 
American Magazine 
Normal Instructor 
General Federation News 
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Helpful 


Shield Men of the National Life and Accident 
numbering over 3,000 obtain definite help from 
the Home Office that enables them to receive a 
ready reception from prospects and policy- 
holders. 


This company helps agents by extensively ad- 
vertising in magazines, trade papers, and street 
cars. “Our Shield,” a weekly house organ, book- 
lets and the well known and popular radio sta- 
tion WSM are also being used to advertise this 
company. 


Having some knowledge of this company before 
the approach of an agent prospects are anxious 
to learn more about the organization that 
“Shields Millions.” 







It pays to be a Shield Man! 
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Two New York Life Clubs 
Holding Annual Convention 


MAKE PRODUCTION RECORDS 


Top and $200,000 Organizations Gather 
at Saranac Lake, N. Y., and 
Mackinac Island 


The Top Club of the New York Life 
in session at Saranac Lake, N. Y., 
four days this week, Sept. 8-12, with 
many officials attending from the home 
office. The $200,000 Club of the Central, 
Northwestern and Southwestern de- 
partments held its annual meeting at 
Mackinac Island, Sept. 3-5. 

A. J. Norton of Chadron, Neb., out of 
of the Omaha branch, who paid for 
$342,906 in 221 applications for the club 
year, is chairman of the $200,000 Club; 
and Robert B. White, Hay Springs, 
Neb., out of the Omaha branch, who 
paid for $310,000 in 179 applications, 
vice-chairman. 

Charles H. Langmuir, third vice-pres- 
ident; Dr. Edward J. Campbell, assistant 
medical director, and James T. Phillips, 
assistant actuary, represented the home 


Is 


1S 


office at Mackinac Island. The three 
inspectors of agencies, R. E. Whitney, 
Central department; R. E. Peters, 
Northwestern, Minneapolis, and Dick 
Oliver, Southwestern, St. Louis, at- 
tended. 


Club Increases $22,000,000 


Membership in the $200,000 Club in- 
creased from 846 to 935 this year and 
its paid insurance goes from $198,166,793 
to $220,115,708. 

There are 44 women members of the 
1930 class, headed by Mrs. Yetta Gang, 
Metropolitan branch, New York, who 
paid for $375,500 in 26 applications. The 
women members paid for $10,452,394 in 
the club year under 2,553 applications. 
There are also 44 Senior Nylics in the 
club who paid for $11,310,516. The leader 
is C. J. Scenter of the Knickerbocker 
branch, New York City, with $349,134. 


Top Club Increases 


Samuel Soforenko of the Rhode Is- 
land branch, Providence, is president 
of the “400,” or Top Club, with paid 
for in the club year $1,442,200. He 
holds freshman degree Nylic rank in 
his fifth year, having paid for close to 
$1,000,000 a year in the three previous 
years, or $443,959, $801,000 and $1,004,- 
706 respectively. The club ends its 
fourth year with 202 members who paid 
for $112,952,278 new business. 
Twenty-seven senior Nylics won 
membership in the Top Club with $15,- 
946,159 production, and nine women 
with $4,184,161. E. E. Andrews of the 
Clearing House branch, Chicago, led the 
senior Nylics with $1,724,750 and Miss 
Getta R. Wasserman of the Oregon 
branch led the women with $793,040. 


Siegel Chairman of Board 


Harry Siegel, Knickerbocker branch, 
New York, first president of the $400,- 
000 -Club, is chairman of the board this 
year with $3,916,500 paid production. In 
seven years he has paid for more than 
$12,000,000. Dr. Charles H. Webster, 
Binghamton (N. Y.) branch, is leading 
vice-president with $1,340,714; Jacob 
Levy, Bronx (N. Y.) branch vice-presi- 
dent, with $1,264,310. Other vice-presi- 
dents at large are: Jacob Manfield, 
Stock Exchange branch, Chicago, $1,- 
090,000; Mead H. Horton, Los Angeles 





branch, $1,051,669, and Randall F. Wal- 
ker, New Orleans branch, $710,290. 
Twelve departmental vice-presidents 
paid for $9,629,959, an average of $802,- 
496. They are Louis Pomeranz, Knick- 
erbocker branch, $1,208,500; Joel Hersh- 
man, Reading (Pa.) branch, $1,197,- 
750; Isidore Spiegel, Eastern depart- 
ment branch, $881,500; Hy C. Meyers, 
La Salle Street branch, Chicago $845,- 


$823,631; Miss G. R. Wasserman, Ore- 















500; I. S. Kibrick, New England branch, | $628,382; G. K.- Mark, Jackson 7 
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Discuss Home Office Angle 
at Aetna Life Confereng 


URGE BETTER UNDERWRITING 


Small Concerns Offer Potent Field fy, 
Group Insurance—Agent Important 


Factor in Selection 


SWAMPSCOTT, MASS., Sept. y 
—Various phases of the home office 
angle in the selling of life insurance 
were discussed here at the Aetna Life; 
annual general agents’ conference, [ 
E. Cammack, vice-president and actuary 
gave an interesting talk on group in 
surance, Group insurance sales of 
future will turn more attentively t 
small concerns. “Here,” he said, “is 
more potent field for life insurance. | 
consists of those concerns that will 
rive the most benefit from group in 
surance, those concerns that are mor 
accessible to the average field man.” 





Creates Contented Attitude 


He made a special request that gen- 
eral agents exert every effort towar 
educating the public, especially thos 
business leaders who are responsible for 
their employes in a business concern, t 
the healthful influence not only upo 
the employes but upon their produ- 
ing capacity as a result of the content 
ment that invariably arises when grov 
insurance is written and employes rec- 
ognize the generous personal interest 
their employer has in them. 





Agents Important in Selection 


Dr. E. K. Root, medical director 
spoke on “The Medical Phases of Sell- 
ing Life Insurance.” “From 85 to 9% 
percent of the life insurance busines 
written is selected by the agent an 
the home office underwriters, both med- 
ical and executive, are merely technica 
consultants who may perhaps in 5 to! 
percent of the cases, modify a rating of 
perhaps refuse insurance,” he said. He 
considers the agent the major factor 
in selecting a good insurance risk an 
added that the Aetna’s own experienc 
confirms this. He drew the conclusiot 
to his talk that the field should accept 
its responsibility in this matter and rec 
ognize the extreme importance of care: 
ful study of every individual case betor 
it is submitted to the company. 
Substandard Risks’ Mortality High 


The theme of underwriting was devel- 
oped still further by W. H. Dallas, a 
sistant vice-president in charge of under- 
writing. He gave a very thorough re 
view of the underwriting experiences 
during the past year, pointing out the 
increase in the mortality rate for msur 
ance companies especially the substat- 
dard, non-medical and disability phases 
He asked the general agents to give * 
careful attention as possible to the 1 
ing out of applications for insurance " 
order that the company might get # 
adequate picture of the applicant ™ 








mediately and avoid delays in gettins 
insurance issued. General agen! 
should not accept applications 10" 
agents or brokers who have repeate¢ 
submitted applications that are qut= 
tionable. Such practice invariad! 


arouses the ill feeling not only of ™ 
company and the general agent and t 
agent but of the applicant himse!l. 
Vice-President K. A. Luther summa" 
ized the relation of underwriting tows 
organized selling, saying that unde” 
writing matters were an inherent p@' 
of any agency that is to consider i 
capably organized. 


Hall, Oklahoma branch, $739,267; Na 
than k. Cornsweet, Euclid brane 
Great Middle department, $721,250; 0 
H. Kelly, Pacific branch, $67*°* 
Charles W. Felker, Wisconsin branc! 


nc 








and Ff. 


Gulf department, $569,311, J 
549,500. 





gon department, $793,040; Weldon W. 


Wickham, Atlanta branch, 
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JOHN W. MURPHY 


John W. Murphy, for the past four 
years assistant to Lorry A. Jacobs, di- 
rector of public relations of the South- 
land Life of Dallas, recently appointed 
manager of the newly created public 
relations department of the Pan-Amer- 
ican Life in New Orleans, has now as- 
sumed his new duties. 

Prior to his connection with the pub- 
lic relations department of the South- 
land Life, Mr. Murphy was for eight 
years associated with that company in 
various capacities. He was secretary 
of the Dallas Advertising League, hav- 
ing been elected to the post for the 
second time in June, 1930, and having 
previously served as secretary of the 
Dallas Advertising Institute for two 
years, 





Dunham C Calls 
1930 Epochal 


(CONTINUED FROM PAGE 3) 


nsen. Indeed in some lines of insur- 
ance a review of the average rates will 
how that they have actually declined in 
he face of increased expenses of doing 
bu Asiness. 


Must Meet Changed Conditions 


“Insurable property values are less to- 
lay than they were a year ago, and the 
ncome of insurance companies is bound 
to feel the effects of such reduction. In 
common with nearly all other classes of 
business the insurance business must 
adapt itself to the economic’ condition 
which now exists. Economics must be 
practiced wherever possible in the inter- 
est of solvency and the public welfare. 

For the most part insurance agents, 
a a body, constitute the contact be- 
tween the public and the companies. No 
matter how intelligent the business pol- 
ty of the companies, no matter how 
well organized their service organiza- 
tons, the body of insurance agents is 
te medium through which these busi- 
Ness polici es and programs of service 
must be interpreted to the public. It is 
T vital imy rtance to the business of 
“surance that the high standards of 
“‘sency representation be maintained un- 
impaired, that the irresponsible and the 
‘acompetent be weeded out, that the 
“sents, as a body, in the future as in 


“ Past, and to an ever increasing de- 


~ shall _able to cooperate intelli- 
ie Aen effectively between the pub- 
and the insurers in extending to the 


put - : 

lic the benefits of all that is best and 
highest in the busi S i . 

Jusiness of insurance. 
Business on Solid Basis 

“i€ imsurance business has never 
ach such solid ground as now. It 
Ch an imp rtant and essential part 
N€ Commercial and social structure 











LIFE INSURANCE 








of our country that it is impossible to Announce A L c 


conceive of the nation’s doing without 
it. The growth of the insurance busi- 


ness has been and will be in direct ratio | president of the American Savings Life 
to the growth of the country; and no (CONTINUED FROM PAGE 3) | Oct. 1. 

<1 » Ss *1- + ’ ° , > : .2.8.. f. . : cansas 
one with even the slightest comprehen man Chadeayne’s subject at the section | Mr. Root is widely known in Kansa 


sion of America’s resources and position meeting Oct 


in the world assumes that she has 


reached the peak of her development. | secretary 
To lack faith in the future of the insur- | Washington 
ance business is to lack faith in the fu- | cecretary, 


ture of the United States. For my part! of the 


I prefer to say with the elder Morgan | tion program 
“Expediting the Issuance of Policies,” & ; 
; vice-president and | nel of the Minnesota Mutual Life 
fe, Chicago; discussion | been announced. 


‘Don’t be a bear on America.’ 
Hard Work the Answer L. D. 
“There is no more effective way of 
hastening the return of prosverity than 
by hard work. This is not a time to 
sit in an office chair and bemoan the 
diminution of premium income. It of- 
fers a challenge to the energetic, opti- 


Home 


ew 


prove to himself and to the insurance | “] oct 


world at large that insurance can be] Ren S. 

sold in poor times as well as in boom | jyn National 

times. : D. Sharpe, 
“This is also a good time for the in-| Life. Kansas 


surance business to make an inventory, 
to study its weak and strong points, just 
as factory managers in slack times go 
over their plants to see what needs to W. 
be repaired and overhauled and what | the 

should be discarded and replaced.” 





EDITION 


The discussion will be by J. P. Yort, | 
, Acacic 
>. Reuendorffer, 


Management Sec- 


actuary, 
ie 
Business 

Round table 
hi discussion by 
* manager planning and 
‘Sas personnel, i Central Life, In- 
mistic insurance man to carry on and dianapolis, i 





Root fenestomn Santas Official §= Bank a 


3urnham- as “a 
Company ; 






six years and actively identified 


1927. 


The balance | 


and actuarv, | Lacy, who for several years has 


“Control of 
Vice-President Harold J. 


takes over the agency work. 


Chadeayne: Stewart M. Young 


* discussion by 

vice-president, Brook- 
fe, Brooklyn, N. Y., and | years postmaster at Wichita, Kan., 
secretary troneurer, Central | been appointed general agent there tor 
; the Missouri State Life and has estab- 
lished offices at 211 Union National 
Previous to his federal 

Young was general 
has 
City 


Stewart M. Young, for the past 


appointment 
manager of | agent, but meanwhile the business 
Drv Goods | been handled out of the Kansas 
for the past | agencies under his jurisdiction 


with 
the wholesale drygoods business in Kan- 


Program Details | sas City for 30 years, will become 


vice- 


City and its trade territory, is active 
civic affairs, and has been a director ot 
Mutual. | the company since it was organized in 


Transfer Company Officials 


Two changes in the executive person 
have 
Vice-President QO. 
been 
-e, Kansas City, | in charge of agencies, has been trans- 
ferred to the investment department, 
Cummings 


and 


has 
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Royal Union Life Building 
Cor. Seventh and Grand Ave.’ 
Des Moines, Iowa 


A 100% PROSPECT FIELD 


The Royal Union offers pol- 
icy contracts at every age 
from one day old to age 60. 


Our Juvenile policies, written 
on children as young as one 
day old, go into full benefit 
automatically at age 5—big 
winners! 


We write women on equal 
basis with men. 


We feature a special low-rate 
policy to business and profes- 
sional men. 


Under a Royal Union liberal 
general agency contract you 
are thus privileged to serve a 
100° prospect field. 


ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 
A. C. TUCKER, President 
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Hartford Scene 
of Two Meets 


(CONTINUED FROM PAGE 1) 


repast in the ballroom. The commis- 
sioners’ sessions were in charge of 
President H. P. Dunham of Connecti- 


cut, one of the most able officials in the 
ranks and personally very popular. Mrs. 
Dunham was chairman of the ladies’ 
committee and was everywhere at hand, 
most charmingly extending courtesies. 

The youthful mayor of Hartford, 
Walter E. Batterson, extended the wel- 


come. Again Hartford insurance was 
manifest, for the mayor is a grandson 
of the founder and first president of 
the Travelers, James G. Batterson. 
Mayor Batterson was connected with 
the company and was assistant secre- 
tary of the Travelers Fire until he as- 
sumed his new duties. His address 


therefore had a strong insurance flavor. 
Mayor Batterson Speaks 


He 


said Hartford had an insurance 
complex. The business is deeply im- 
bedded in the works. What insurance 


you buy in Hartford is real protection, 
declared the mayor. In great crisis the 


men behind Hartford companies have 
backed them with their personal for- 
tunes, he added, 

He brought out the fact that Mark 


Twain, who lived here, was one of the 
pioneer directors of the Travelers. 
Those in insurance must decide whether 
they are to be leaders or followers, he 
concluded. 

Commissioner Wysong of Indiana re- 
sponded. Col. Dunham read the pro- 
gram of the commissioners’ meeting 
held in Hartford in 1919 when C. W. 
Fairchild of Colorado was president. In 
his address Col. Dunham urged fewer 
agents having higher qualifications. He 
1dvised closer touch between commis- 
sioners and agents. He suggested that 
state departments exacting in 
their demands for statistics 


be less 


additional 





THE NATIONAL 


and data, the mobilization of such being 
very expensive. 

R. Leighton Foster, insurance super- 
intendent of Ontario, read his paper on 
automobile financial responsibility laws 
at the first session, which Commissioner 
Livingston of Michigan discussed. 

Col. Dunham presided over the ban- 
quet Monday night at the Hartford 
club, whose auditorium was exquisitely 
and elaborately decorated with flowers 
and the national colors. The speakers 
were Lieut. Gov. E. E. Rogers of Con- 
necticut, Mayor Batterson of Hartford, 
President R. Leighton Foster of the 
Canadian commissioners’ organization, 
and Billy B. Van, celebrated vaudeville 
and platform star. 


Read Acquisition Report 


The high spot in the week was the 
four days’ trip by bus that 150 of the 
conventioners are taking, which brings 
them into every New England state. 
They left Hartford this morning and 
spent the night at Montpelier, being en- 
tertained at dinner by the National Life. 
They were feted at Montpelier by Presi- 
dent Howland of the National Life and 
former Commissioner J. R. Brown. 

At the opening session Tuesday, 
James L. Case of Norwich, Conn., 
chairman committee on arrangements 
for Connecticut Insurance Day, ex- 
plained its functions and invited the 
commissioners to attend its meetings. 
The big event of the session was the 
report of the acquisition cost committee 
headed by Commissioner Livingston of 
Michigan. 

He said the report was a composite 
view of the committee and did not in 
all respects reflect the personal opinion 
of any member. J. J. Magrath of the 
New York department, secretary of the 
committee, who has done yeoman serv- 
ice, read the report. Commissioner 
Boney of North Carolina reported for 
the committee on uniform laws and in- 
vestments. 





Superintendent Younger of Ohio re- 





UNDERWRITER 
ported for the merit rating automobile 
committee. One hearing was held in 
which differences of opinion were evi- 
dent. The committee feels more time 
should be given to consideration of this 
important topic. It was decided to have 
a further hearing the day before the 


commissioners meet in New York in 
December. 
Judge Younger of Ohio gave some 


observations on the 65th anniversary of 
the founding of the Connecticut depart- 
ment, which has taken so prominent a 
part in insurance supervision. He referred 
to the achievements of this department 
and especially to the magnificent work 
of its present head, Col. Dunham. 
Memorial resolutions were adopted 
on the death of Clifford Ireland, former 
director of trade and commerce of IIli- 


nois, and T. G. McConkey, general 
manager Canada Life. A committee 
consisting of Baldwin, District of Co- 
lumbia; Olsness, North Dakota, and 
Knott, Florida, was appointed to pre- 
pare proper tribute on the death of 
Commissioner Henry of Mississippi. 


Discuss Compensation Probe 


The committee on workmen’s com- 
pensation was authorized to hold hear- 
ings in connection with the report and 
recommendations of C. W. Hobbs, spe- 
cial representative on the National 
Council on Compensation Insurance 
and bring in a report at the New York 
meeting in December. Commissioner 
Tarver of Texas, who was slated to 
give a paper on taxation, did not pre- 
pare one but was called to the plat- 
form. He said the convention had 
heard papers and had reports on the 
subject in the past. It has been well 
covered, he thinks. He gave the only 
oratorical flight at the convention. 


Two Committees Named 
The committee on resolutions con- 


sisted of Taggart of Pennsylvania, Be- 
han of New York aand Lewis of South 





Dakota. A committee consisting of 


September 12, 193 


Caldwell of Tennessee, Tarver of {exa: 
Knott of Texas, Livingston of Michigg 


and Baldwin of the District of Columb 


officially to represent th 
at Connecticut Insurance 


was appointed 
commissioners 
Day exercises. 


Have Spirited Election 
At the closing meeting of the conven. 
tion, Col. H. P. Dunham sang his pres 


dential swan song, but received ma 
plaudits for his contribution to the caus 
C. C. Wysong was moved up to ti 
presidency on motion of Superintendent 
Hansen of Illinois, and supported by his 
eastern neighbor, Judge Younger of 
Ohio. Commissioner Livingston 

Michigan made the nominating motio 
for J. G. Read, who moved up a peg 


A skirmish arose over tthe secon 
vice-presidency. Commissioner Clark 
Vermont nominated 'Commissioner Sul- 


livan of New Hampshire, who scemed 
certain of a walkaway. Commissioner 
Brown of Minnesota, supported by Com- 
missioner Porter of Montana, put Clar 
A. Lee of Oregon in nomination. |; 


a few impassioned remarks, Mr. Sulli- 
van withdrew his name, saying he would 
not countenance any scramble for the 
office. 
Freedy Submits Slate 
Commissioner Freedy of Wisconsin 


submitted the slate for members of the 
executive committee. While New York 
City was voted as the place for the De. 
cember meeting, the selection of a hotel 
was left open. Evidently there will be 
a movement to try another hotel tha 
the Astor. 

Porter of Montana referred to the ac- 
tivity of unlicensed accident companies 
seeking business by advertising, usinz 
the mails and the radio. These are 
censed in their home states but bootleg 
in others. He declared they offered 
cheap insurance and it was usually de- 
ceptive. Claims are dodged and : 
service can be gotten in the state in case 
of suit. Livingston of Michig 
declared the situation is serious 
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ot |exas MB: hese companies, he said, are western 
Mi higar cerns. 
Columbi fF Port of Nebraska also complained of 
esent the fhe practice. It was moved to have the 
Insurance MMkehiect made a special order at the De- 
ber meeting. Mr. Porter also com- 
jned of automobile service concerns 
P ssquerading as insurance companies 
» come | dec iving the people. Methods of 
his pres. gcombating this practice will also be dis- 
ed mar «sed at the December meeting. 
the caus Tribute to Appleton 
ed oc \t the afternoon meeting Tuesday, 
ed by hic mpormer, Commissioner Vorys of Ohio 
anger of Mecalied attention to the retirement of 
“. - . pricst Deputy H. D. Appleton of New 
> ene York, who_ served his department for 
MOUOn B- vears. Former Superintendent W. H. 
P & Pee. Bictchkiss of New York read a tribute 
( lark of ind greeting to be sent by wire to Mr. 
oor OE Appleton. Appropriate remarks as to 


\lr. Appleton’s career were made by J. 


» seemed By Barry, J. S. Phillips, Thomas F. 
t ssioner Mpehan and Mr. Vorys. 
- Con It was decided to have a committee 
ae rpresenting the commissioners, former 
or 


In B commissioners and company executives 











ir Sulli- draw up a permanent tribute. It con- 
he would ists of Commissioners Dunham, Beham 
tor the #04 Livingston, Former Commissioners 
Vorys, Phillips and Button, R. M. Bis- 
sll, Hartford Fire; J. V. Barry, Metro- 
— litan Life, and William BroSmith, 
s of te ravelers. W. H. Hotchkiss, former 
ow York Me™ York superintendent, will act as 
the De. committee secretary. 
t a hotel + e es 
‘cl | Eliminate Reports at Sept. 23 
+ 1 h a . 
os Meeting of Canada Group 
» the ac- 
a TORONTO, Sept. 11—Inasmuch as 
s. UsIny ® the general meeting of the Life Under- 
greet writers Association of Canada to be 
tend held here Sept. 23, just prior to the big 
aa ie nternational convention, comes so close 
= fe to the annual meeting, which will be 
ice held in January or February, it has been 
be decided to eliminate all reports of of- 
Most ficers and committees, which will be 
— held over until the annual meeting, and 
ae devote the entire time to a discussion of 
vital problems confronting the associa- 
ton today. Subjects so far placed on 
the agenda are: The proposed uniform 
licensing bill, continuance or otherwise 
ot publication of the French edition of 
the Life Underwriters News, member- 
ship, continuance or otherwise of a semi- 
annual general meeting, provincial aux- 
llary boards, managers’ committees, 
membership dues of local associations, 
C. L. U. classes and “Can the service 
rendered | educational congresses be 
proved 
National Association Repays 
the $6,000 Borrowed in 1928 
NEW YORK, Sept. 11—The reor- 
sanization and expansion program of 
National Association of Life Under- 
Writers um Roger B. Hull, managing 
“rector an’ general counsel, has enabled 
lreasurer bert L. Jones to repay to 
re 178 lite lerwriters the $6,000 which 
Sey paid the national treasury in 
mS to antee the deficits of that 
ar whi llowed the inauguration of 
new pr im. The repayment of the 
suarantes | is made possible through 
entire r mn of financial operations. 
Make A. L. C. Golf Plans 
‘he an golf tournament of the 
rican Convention to be held 
€ Olympia Fields country club, Chi- 
‘BO, Sept 30, as a preliminary to 
“NESS tings of the convention will 
. ving round of 18 holes 
londay morning. Contest- 
be grouped according to 
P res in flights of eight each 
nary, semi-final and final 
hove heen ; les each. Arrangements 
con ae de to permit the conven- 
eo, , play Sunday, Sept. 28, 
tendance ys urnament. A large at- 
Fairlie, Abe wees according to J. 
aie Paehaead a -incoln vice-president, 
— “rman gi ommittee. 
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MISS HUFF ENGAGED sl not a Broadway-ite, but writes of 
Mr. and Mrs. Perez Huff have an-| Plain folks. 
nounced the engagement of _ their | 2 2 @ 


daughter, Miss Emily A. Huff, to Allan 
Mr. Huff is a 
well known figure in metropolitan in- 
surance circles, being president of the 


L. Harris of New York. 


P. F. Huff Underwriters, Inc. 
i. 
NEWSPAPER SAGE TO TALK 


A headliner at the Toronto 


ment on current affairs appears in 


Scripps-Howard newspapers daily under 
comes 


the caption, “Tracy Says.” He 


of sea-faring folk, and his talk is vig- 
Mr. Tracy was blind 


orous and salty. 





conven- 
tion of the Canadian and American life 
underwriters associations will be M. E. 


Tracy, whose sage and penetrating com- 
25 | 


POLHEMUS OPENS OFFICE 

Arthur W. Polhemus, newly appointed 
| as general agent for the Home Life, to 
open an New York uptown agency for 
the company, has secured quarters in 
the Chrysler building. Mr. Polhemus 
is an experienced insurance man, having 
operated in both the casualty and the 
life fields. He was an assistant man- 
ager of the Equitable Life for five years 
prior to assuming the general agency 
of the Home. 





x * * 
HALL AGENCY'S SHOWING 
nan 
In August the J. Elliott Hall general 


agency of the Penn Mutual Life in New 








at birth and did not gain sight until| York City secured $1,351,537 paid-for 
he was 18 months old. He could not! business as against $2,275,200 in the 
read until he was 18 years old. How-/| same month of last year. The first 
ever, he attended the Perkins Insti-| eight months of 1930 paid-for business 
tute for the blind. Although he | aggregated $22,035,081, compared with 
lives in New York, and has an office | $25,669,298 for the same period of last 
in the Pennsylvania’. building, he' year. The falling off in business is at- 





| tributed by Mr. Hall to the discontinu- 
ance of the thrift department 


Adams Tells Michigan Agents 


Importance of Life Insurance 


the annual meeting of the Michi- 
gan Association of Insurance Agents at 
Port Huron last week Claris Adams, 
executive vice-president of the Ameri- 


At 


can Life of Detroit, told of the impor- 
tant part life insurance can play in a 
general insurance office. The excellent 


persistency of the business and the small 
fluctuation in new business due to ad- 
i conditions make it a 


verse business 
profitable line to sell. : 
However, Mr. Adams said that life 


insurance should not be incidental in a 
general insurance office because it cannot 
be sold by any one who has not made 
a thorough study of it. In selling life 
insurance an agent must discover the 
need and show it to the prospect. 


Names New Medical Director 
Dr. Charles A. Heiken 


pointed medical director 
Life of Philadelphia to fill a vacancy 
caused by the death of Dr. E. Bryan 
Kyle. Dr. Heiken formerly was assist- 
ant medical director. 


has been ap- 
of the Home 





A Fine Old Company for ambitious Young Men 











Albert M. Johnson 
Chairman of the 
Board 


Robert D. Lay 


President 


Walter E. Webb 
Executive 
Vice-President 








tion Policy” 
contract and for one premium. 


Have you ever wished that you hi: 


Neglected Opportunities 


ud grasped certain opportuni- 


ties—then watched the other fellow make an outstanding success of 
the life’s work that could have been yours‘ 


This Company, with its up-to-the minute guaranteed low cost 


men who can qualify. 


Our policy portfolio includes the 


fully paid policies. 


Address: Walter E. Webb, Executive Vice-President, 29 South I 
Salle Street, Chicago, Lllinois. 


policies; sales preparation course that prepares; modern recruiting 
and supervising methods; and efficient service to policyholders and 
beneficiaries, offers a few agency opportunities of a life time to young 


“Five Point Complete Protec- 
-Life, Accident, Health, Disability, Retirement 
Capitalize upon this fine old Com- 


In one 


pany’s progressive underwriting, including non-medical, substandard 
service with latest scientific rating, Juvenile Insurance, Modified 
Life, Double Indemnity, Term Expectancy—participation on certain 


ile 
aah 


Established 1868 


NATIONAL LIFE INSURANCE COMPANY 
OF THE UNITED STATES OF AMERICA 


29 South La Salle Street 


Chicago 














NEWS OF THE COMPANIES 











Ontario Equitable Birthday 


Entire Staff and Many Friends Celebrate 
Tenth Anniversary of Canadian 
Company 





The tenth anniversary of the Ontario 
Equitable of Waterloo, Ont., was com- 
memorated September 5-6, agents ‘and 
many shareholdérs being entertained at 
the newly enlarged head office Friday, 
a dinner following in the evening ten- 
dered by directors to the agency staff. 
Service pins were presented to 15 mem- 
bers who have been with the company 
ten years. 

The agency convention was held Sat- 
urday, attended by more than 50 agents 
and presided over by S. C. Tweed, presi- 
dent and managing director. President 
Tweed in his address at the anniversary 
dinner spoke of the modest origin of the 
Ontario Equitable, the first office being 
two rooms. In less than two years the 
company had 15 on the staff and occu- 
pied an extra room, and in 1922 bought 
the present building which has been re- 
modeled and enlarged from time to time. 
Several directors and friends of the com- 
pany gave short addresses at the dinner. 

The Ontario Equitable started in 
September, 1920. Insurance in force at 
the end of the year was $1,053,300 and 
assets $174,984,000. At the end of 1929 
there was $52,460,013 insurance in force 
and $7,323,146 assets. 


Union Central Life 


October will be policyholders’ month 
in the Union Central organization. This 
annual service campaign was started in 
1925. The extension of examination 
privilege permitted last year will be 
resumed in October. Under this every 


male policyholder not over 45 who has 
been examined for insurance Oct. 1, 1929, 
will be entitled to not more than $10,000 
additional insurance without medical ex- 


amination. This is limited to preferred 
risks and a further limit is that the 
maximum additional cannot be more 


than the amount issued on last examina- 
tion, nor should the additional plus the 
amount previously delivered exceed rat- 
ing of the medical examiner. Term will 
be considered for $2,500 maximum and 
also applications for personal life income 
with waiver of premium, but not with 
annuity waiver. 


Equitable Life, N. Y. 


The Equitable Life of New York 
loaned nearly $5,000,000 on mortgages 
in August, according to Charles J. Mar- 
tin, manager of the mortgage loan and 
real estate department. Of this $4,388,- 
025 was on 975 residences. This brings 
the Equitable’s property lendings for 
the year to $57,644,637. Farm loans for 
the month were $453,760, bringing its 
investments of this type since January 1 
to $12,097,692. President Thomas I. 
Parkinson in his recent Iowa speech 
reiterated the Equitable’s confidence in 
farmers. 


Guaranty Trust Life 


The Guaranty Trust Life of Dallas, 
Tex., has been formed as a mutual legal 
reserve company and licensed to oper- 
ate in that state. Oscar D.: Brundage is 
chairman of the board and general coun- 
sel. R. H. Porter is president. Other 
officers are: Active vice-president, B. 
F. Harris; vice-presidents, H. O. Poole, 


O. A. Fountain and A. M. Compton; 
medical director, Dr. J. R. Lehmann; 
secretary-treasurer, J. J. Burnett and 





auditor, H. A. Carter. The company has 
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issued surplus certificates for $6,000 to 
bear interest at 10 percent annually, 
payable from earned surplus. 


Southern Old Line Life 


Business rapidly recovering from 
the summer slump and recent depression 
according to C. C. Slaughter, president 
of the Southern Old Line Life of Dal- 
las, in a review of his company’s pro- 
duction for July and August. The mil- 
lion mark was reached in July for the 
first time and August business exceeded 
the July production. 


Reliance Life 


An increase of 34.3 percent in new 
life insurance placed in force in August 
over August, 1929, is reported by the 
Reliance Life. Issued business last 
month was $6,514,585. The first eight 
months the Reliance placed in force 
$53,802,511 of new life insurance, a gain 
of 18.59 percent. 


is 


Farmers Life Optimistic 

The Farmers Life of Denver antici- 
pates a splendid fall business from its 
agents, according to A. B. Wickstrom, 
secretary. This company operates in 
Colorado and Nebraska, and _ reports 
crop yields in eastern Colorado and 
western Nebraska are unusual. The yield 
in wheat, corn and beans is especially 


good, Mr. Wickstrom said. 
Colorado Life 
The Colorado Life wrote $2,250,000 
new business last month, sending its 


total insurance in force to over $20,000,- 
000, according to W. H. Watlington, 
vice-president. Lapses are very low this 
year, he said, the ratio being only 10 
percent. The Colorado Life recently 
entered Missouri. 


Life Company Notes 


The Paul Revere has been 
Montana. 

The United Benefit Life of Omaha has 
been admitted to Maine. 


licensed in 





September 12, 19 





Made President 








R. 


LEIGHTON FOSTER 


R. Leighton Foster of Toronto, in. 
surance superintendent of the province 


of Ontario, who has served as secre 
tary of the Association of Superinten 


dents of Insurance of the Provinces o 
Canada for the last seven years, has 
been elected president of the organizz 
Mr. Foster read a paper before 
the National Convention of Insurance 
Commissioners at Hartford this week on 
automobile financial responsibility laws 


tion. 


E. R. Price 

The Register Life announces the a 
pointment of E. R. Price as 
agent for Youngstown O. Mr 
a former Register representative in t 
territory. 


gener 













EXPANSION PROGRAM 


NOW UNDER WAY 


REPRESENTATIVES ARE NOW BEING SELECTED FOR 
PERMANENT APPOINTMENT IN CHOICE TERRITORY 


GET IN ON THE BENEFITS THIS PROGRAM PROVIDES 


FOR FURTHER INFORMATION WRITE TO 
DR. F. H. SCHOLLE, MANAGER OF AGENCIES 


NORTHERN STATES LIFE INSURANCE 


(IN THE GREAT CHICAGO - CALUMET DISTRICT) 


HAMMOND 


— INDIANA 





co. 





Price is 
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veld Staff Presents President Burget 
With $329,000 of Business at 
Home Office Meeting 





the home office and were presented 





vrms and two juvenile policies. 
The field men set a goal of more than 
900,000 a month for production in the 





gents and guests were present at the 
anquet, presided over by Arthur C. 
Louette, superintendent of agents. Dr. 
{. T. McCarthy, chief medical examiner, 
lked at the banquet and presentation 
i medals for consecutive weekly pro- 
juction followed, B. A. Bassett leading 
vith 314 weeks. The agents took appli- 
ations for $329,000 to the convention, 









R he George Snyder agency of Indiana 

. Beading with $119,500. President Eu- 
Onto, i Bene O. Burget addressed the meeting. 
Province @ The convention lasted two days, 


aS Secit Beoeakers the first day with their sub- 
perinten- Bets being: Hugh Jeffrey, Fort Wayne, 
vinces ot Prepared Presentation”; Mr. Louette, 
cars, has MP puilding a Sales Presentation”; Claude 
organize: Miieger, Marion, Ind., “Increasing Pol- 
r before i... Size,” and George Calkins, Kansas 
nsuranct Birity, Mo., general agent, National Fidel- 


.week oH “Can I Be a Million Dollar Pro- 
ity laws BRiucer?” J. L. Schanbacher, renewal de- 
= FBpartment, home office, Jack Neil, agency 
department, Monroe Schlosser, a policy- 

the holder, and Ed. Hodge, agent. _ 
ven Dr. Met arthy spoke Friday, followed 
Francis Boyle, Iowa City, “Selling 


tha: MOM’ Age Independence”; Don Trent, 
The Family Income Policy”; Maurice 
lartwell, “The Ideal Investment”; John 


ete B Combs, Dallas, Tex., “The Tools with 
Which I Work,” and Jack Neil, “Our 
f business—a Vision and a Challenge.” 


Philadelphia Life Meeting 


An all-day meeting of general agents 

tthe Philadelphia Life was held Mon- 

y at the home office. A complete ag- 

gressive campaign was laid before them 

so that the head of each agency will be 

able to proceed with a definite sched- 

_ Not only were systematic steps 

tading to new business presented but 

there was a discussion of the most suc- 

sful means of putting new agents in 

the e field here were 12 men present. 

/ rt G. Close, superintendent of 

‘gents, presided and outlined to the 
' 





general agents how the company’s sales 
aks, educational course and new poli- 
S€s tie up with its new sales expansion 
/l ans 
{ = ie duties of the general agent were 
ined and a discussion held on the 
£1 one ad time a general agent should 
- ed icational work. It was also 
J ade plain that the new “family need” 


cis should not be sold as specials 
as regular policies designed to fill 
itticular needs 


El Dorado Club Meets 


,l€ annual convention of the El Do- 


f to Club of the Western States Life 
; s hel dat D: ] Monte, Calif., Sept. 8-11. 
: re Grant Tagg f Cowley, Wyo., became 
‘ mea A ry pr ducing | $1.1 19,625 paid 
Zl preside In = ) applications. I he vice- 
: roeent was Theo. Barth of Lodi, 
ct» With 100% “apps.” é 
* 4. esident Thomas G. Crothers gave 


€ address of , , 
ers a ress of welcome and John W. 
VN, supe 


nan? rintendent of agencies, 
Sten. Senet chairman. Dr. E. K. 
a ssor of psychology at 
Dateess 2 rsity, was a speaker. 
tulnes eat “ ns rere held in the 
ted to golf ye the afternoons being de- 
ie i... otor trips, swimming and 
‘mS of recreation. John W. 











} ant secretary. 


Agents of the People’s Life of Frank- 
Ind., held their annual convention | 


| 
| 


ith a rate manual including six new | Bankers Lif 

cies. These are the family income | The 
9 

der 10 and 20 year plans, two annuity | was addressed by President G. S. Nol- 


- he | licity department, and Dr. Ross Huston, 
ett club year. Approximately 150] 


! 
| 
| 


eople’s Life in Convention | 





Hawley, executive vice-president, spoke 
at the banquet. Arrangements were in 
the hands of Walter C. Kennedy, assist- 


Bankers Life Coast Meeting 


Field men from Montana, Idaho, 
| Washington, Oregon and _ California, 
numbering more than 125, attended a 
one-day school of instruction held by the 
e in San Francisco Sept. 4. 
meeting, which is an annual affair, 


len, Vice-president W. W. Jaeger, B. 
Mills, secretary and head of the Ds 


chief medical examiner. President Nol- 
len, who recently returned from a two 
months’ tour of Europe, told his audi- 
ence that conditions in the United States 
are far superior to those in Europe. 
Plans were made for the production of 
$20,000,000 of new business in October, 
which has been dedicated to policy- 
holders. Last October the amount at- 
tained was $19,000,000. 

The meeting concluded with a banquet 


San Jacinto Men Optimistic 


Agents of the San Jacinto Life held 
a three-day convention in Beaumont, 
Tex., which was characterized by opti- 
mism. J. F. Gilbert, agency director, 
presided and noted an increase in paid 
business this year, with lapses approxi- 
mately normal. Mr. Gilbert sold $1,000,- 
000 of business last year and is well on 
the way to a similar record this year. 
Commissioner W. A. Tarver addressed 
the convention and also Commissioner 
Pope, casualty member of the insurance 
board. President R. B. Cousins, Jr., of 
the San Jacinto Life, was toastmaster at | 
the banquet. 

Awards for meritorious work were 
given and business sessions were con- 
cluded Friday, after which the agents 
were entertained at a country club by 
H. J. Lutcher Stark, a director. 


B. M. A. in New Quarters 


The new home office building of the 
Business Men’s Assurance, on _ the 
Union Station Plaza, Kansas City, was 
thronged for the reception and formal 
opening held last Friday. Floral offer- 
ings and _ congratulatory messages 
poured in from all over the country and 
from Kansas City, and many insurance 
friends from Nebraska, Missouri, Texas, 
Iowa and Kansas congratulated officers 
of the company personally. One horse- | 
shoe of roses was accompanied by an 
expression of good wishes from the 
company’s three largest competitors— 
and best friends—the Kansas City Life, 
the Midland Life and the National Fi- 
delity Life. 

The company occupies the top four 
floors of the ten-story building, on the 
beautification of which has been spent 
$400,000. The second floor and a part 
of the basement are also used by the 
company, which occupies 40,000 square 
feet of floor space in all. 





Chicago Institute Elects 


H. T. Powers, agent of the Edgar ‘ 
Fowler general agency of the New Eng- 
land Mutual in Chicago and president 
of the Life Insurance Trust Club of 
Chicago, out of which was formed the 
American Institute of Estate Advisors, 
was elected chairman of the board ot 
the institute at the first organization 
meeting Sept. 5. One place was leit 
open on the board for the representa- 
tion of another chapter. The original 
life trust club is the first chapter. I) 
future years succeeding chapters as they 
are formed will be accorded represen- 
tation on the board. The board elected 
an executive committee of two, consist- 
ing of T. C. Rice-Wray and Harry 
Anderson, office and life department 
manager for the Rockwood Company. | 
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SCHRODER HOTEL 
MILWAUKEE, WISC. 
Sept. 28-29-30 


Every Insurance Company should send 

representative. It is an investment 
in production by means of Advertis- 
ing Sales Promotion and Publicity. 




















































THE TORONTO 
CONVENTION 


American and Canadian life underwriters 
will hold their fourth International Convention at 
Toronto September 22-26. It will be the joint work 
of our National Association of Life Underwriters and 
the Life Underwriters’ Association of Canada. The 
four days’ program surpasses all previous devisings 
in its comprehensiveness and practicality, and in 


its inspirational features. 


Even as there is no military dividing 


wall between 


the United States and Canada, so there is no divid- 
ing wall between the companies of the two countries. 
Through the two associations the underwriters of 
this Northern portion of our continent work to- 


gether for the common good. 


Every underwriter who attends will be supporting 
the beneficent work of the two great Associations, 
and he will receive, many times over, more than 


he gives. 





WM. A. LAW, President 


Wm. H. Kingsley, Hugh D. Hart, 
Vice President Vice President 


John V. E. Westfall, Vice President 


THE PENN MUTUAL LIFE INSURANCE CO. 


PHILADELPHIA 


Independence Square 
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Farmers and Life Insurance 


Lirré insurance salesmen who have been 
neglecting the farmer should prepare to go 
after rural business with a new approach 
renewed interest. The farmer has 
gone through his period of deflation and is 
finding himself, which is than can 
be said for some other important fields of 
industry. 

The returns which coming 
out show that the villages and rural com- 
munities are losing in population or re- 
maining stationary; this may prove to be 
a good thing for the farmer who has been 
suffering from the evils of over-production. 
The farmer knows at least what he is up 
against and is prepared to grapple with 
conditions as they are. 
be a real help to him in solving his prob- 
All the arguments that can be urged 
in the great new field of business insur- 
ance may be applied to him. At least the 
farmer yet has not had to meet the 
other small business 
created by the chain stores and big busi- 


and 


more 


census are 


Life insurance can 


lems. 


as 


problems of men 


ness mergers. He is still the typical 
American small business man. He can- 
not be included in any group insurance 


plan but must still deal with the individual 
agent. If he has a mortgage on his farm, 
it is in all likelihood life insurance money 
which enables him to carry on his business. 
If he is a young farmer just starting out 
life insurance offers him an easy install- 
ment method of paying off his mortgage 
with the assurance that if he dies it will be 
paid off anyway. Life exactly 
fits the need of the farmer who is buying 
his farm on time. The life insurance com- 
panies which invest largely in farm mort- 
gages are to a considerable extent turn- 
ing their loaning agencies into farm sell- 


insurance 


ing agencies and are inducing many new 
men to go into the farming business. A 
farmer can take out a life insurance policy 
and have the premium come due at the 
time when he cashes in on his best crops 
whereas the average salaried man can ill 
afford to pay an annual premium in any 
one month. 

A farmer should create a cash estate at 
his death because if he has two or three 
sons there will probably be only one who 
will wish to go on with the farm, and in 
fact if it were divided among several it 
would not usually be large enough to sup- 
port several families where it has sup- 
ported only one before. The others can 
be taken care of through cash settlements. 
Here is a true case for business insurance 
by which the partners who are not needed 
in the business can be bought out. 

In the old days the farmer needed little 
ready today he invests in labor 
saving machinery, automobiles, tractors 
and the like. He has to have more ready 
cash with which to run his business. Life 
insurance provides this to the farming 
business at a time when it is most needed. 

The country is being penetrated every- 
where with good roads which help to make 
the farmer more an integral part of the 
structure. He is 
Life insurance is be- 
coming a part of the farmer’s equipment 
and is just necessary as machinery, 
quick transportation and banking credit. 
The farmer no longer merely exists on 
his farm undisturbed by economic condi- 
tions; he has become a business man and 
his business is tied up intimately with the 
larger processes of production and dis- 
tribution. 


money ; 


business and economic 
no longer isolated. 


as 


Doing Business in the Right Way 


THE “Washington Review,” the house 
ergan of the WASHINGTON FipeLity Na- 
TIONAL of Chicago, gives this advice to 
agents: “Call upon a 
business hours. State your business in 
a business way. When done with busi- 
ness matters, go about your business and 
leave the business man to attend to his 


business man in 


business.” There is a great deal of wis- 
dom concentrated in this capsule. Fre- 
quently an insurance salesman wanders 
into fields that are not strictly business 
and prejudices his prospects against him. 
It is always well to stick strictly to busi- 
ness and then get out when the business is 
transacted. 








auditor 
Federal 


F. Clifford Willis, recently 
and assistant treasurer of the 
Reserve Life of Kansas City, has joined 
the staff of the McAlister fleet of fire 
companies at Greensboro, N. C., as audi- 
tor. This group, composed of the 
Greensboro Fire, Pilot Fire, George 
Washington Fire and McAlister Under- 
writers, is housed with the Pilot Life in 
the suburbs of Greensboro. 

Mr. Willis for many years has been 
connected with insurance activities, hav- 
ing received his early training in the 
New York department. He later rep- 
resented other states in departmental 
examinations, following this with inde- 
pendent auditing for several years. 

John A. Chambliss, general counsel 
of the Provident Life & Accident of 
Chattanooga, has won the Democratic 
nomination for state senator from Ham- 
ilton county, Tenn., which includes 
Chattanooga, after a spirited fight in 
the primaries. The Democratic nomi- 
nation practically means election. 

After Eppa Rixey, southpaw pitcher 
for the Cincinnati “Reds,” recently 
humbled the champion Chicago “Cubs,” 
the Massachusetts Mutual took occa- 
sion to point with pride. Mr. Rixey is 
a producer for the Massachusetts Mutual 
in the Cincinnati agency and the com- 
pany declares that his quality of per- 
severance, which is apparent on the 
baseball diamond, is the characteristic 
which brings him success with the life 
insurance rate book. “Baseball and life 
underwriting need more men of his 
type,” the Massachusetts Mutual states. 

Ira A. Nadeau, 74, for many years 
with the Equitable Life of New York in 
Seattle and president of the Seattle Life 
Underwriters Association in 1912-1913, 
died there last week. 

I. H. Case, formerly general agent for 
the Lincoln National Life in northern 
Indiana, with which company he has 
been connected for the past 16 years, has 
removed to Glendale, Calif., a suburb of 
Los Angeles, and joined the southern 
California agency, of which Harry G. 
Everett is manager. Mr. Case has a long 





pany, Indianapolis, producers of 
plane motors, of which he ha 
iously been a director. 


John W. Halsey, ougerviccr in ¢ 


home office of the Prudential at Ney. 
ark, lost his right arm last week whe 
he fell under a subway train in Ne 


York City. He had suffered a neryoy 
breakdown two weeks ago and had beep 


at a sanitarium. He has been with th 
Prudential 41 years. 
Church E. Brotton, who has bee 


secretary-treasurer of the Federal Unio; 
Life, has been appointed deputy star 
auditor of Ohio by Auditor Joseph 7 
Tracy. Mr. Brotton, who is _ widely 
known among insurance men, has spent 


20 years in the state service, and ha 
filled the position of deputy auditor 
before. 


James Alston Huser of 
City, agency supervisor ffor _ the 
Bankers Life of Nebraska, died at his 
home last week at the age of 40, after 
an illness of four months. Mr. Huser 
had previously occupied a similar pos- 
tion with the Kansas City Life 


Oklahoma 


President John M. Sarver of the Oh 


State Life and Mrs. Sarver are spen¢- 
ing a vacation at Atlantic City. The 
will attend the Toronto conventior 
Sept. 24-26. 


C. H. Blackwell — Evansville, Ind 
who died recently of heart disease, was 
not a manager for the Western & South 
ern Life, as reported in THe National 
UNDERWRITER, but was general agent there 
for the Inter-Southern Life of Louws- 
ville. He had been with that compan 
since 1922. Tribute was paid the veteran 
manager at the funeral services by Sec- 
retary C. B. Nordeman, Vice- -president 
W. W. Moore and Assistant Vice-presi- 
dent A. H. Hammond, who attend 
from the home office. 

Howard V. Hahne, assistant manager 
of agencies in the ordinary department 
of the Texas Prudential, died suddenly 
last week from a heart attack. He had 
been enjoying good health up to a few 


























record of leadership in personal produc- | minutes before he was stricken and the 

tion. suddenness of his death has been 4 

-— hard blow. Mr. Hahne had been with 

Maj. Craigie Krakenbuhl, vice-presi- | the company for seven years and a: 

dent of the Commonwealth Life of | vanced rapidly. He was only 30 yeats 

Louisville, has been elected executive | old. The body was sent to Madiso 
director of the Chevolair Motors Com-| Wis., his former home, for burial. 

i He is past secretary and president of th 
Baine Denver General Agent Denver Life Underwriters -\ssociatio! 
John Hancock Mutual Secures Promi- Lowell W. Davis 

nent Man to Head Its Colorado The Provident Mutual L has ap- 

Agency pointed Lowell W. Davis, nerly : 

5 Denver, as general agent fo —"s 

Louis Baine is appointed general | and vicinity. He succeeds ( harles 
agent of the John Hancock Mutual of-|Stockder, om Yal 
fice at Denver to succeed R. H. Faxon, _Mr. Davis after graduating a 
who will continue at the agency in an-| University in 1927, taught é 


other capacity. 

Mr. Baine has an interesting life in- 
surance background. When he was 23 
he left the railroad office in which he 
was working to embark on his life insur- 
ance career in the secretarial depart- 
ment of the National Life of Vermont’s 
home office. He graduated from the 
Carnegie Tech life insurance course in 
1920 and ran the National Life home 


office agency for three months in the 
following year. 
e is well known in life insurance 


circles in Denver, having managed the 
life insurance department of the Stan- 
dart & Main agency there for the past 





nine years. Mr. Baine was for several 
terms instructor in insurance functions 
in the school of commerce at Denver. 








entering life insurance work in the hom 
office of the Provident Mutua!. He ha 
been in actual charge of the Conne 

cut territory for some tin 


Joseph Durham 


Joseph Durham of Hele: 
eight years special and gene! 
the Lamar Life, has been 
agency supervisor in Arka 


Holcombe T. Green 


The Guardian Life has aj 
combe T. Green manager ©! 
agency with headquarters at 
National bank building. 

A native of Georgia, 
attended Mercer Universit 
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juate in law. Five years ago he en- 
ed the insurance business after work- 

n a bank and has devoted himself 
‘personal production and managerial 


x 


Robert U. Woods Agency 


Robert U. Woods, special home office 
oresentative in the textile field of Vir- 
‘ia, North and South Carolina and 
orgia, for the Provident Life and Ac- 
jent of Chattanooga, has formed a 
neral agency with his brother, Samuel 
Woods of Charlottesville, Va., for the 
up department. Associated with them 
re: Wesley Armstrong, J. A. Williams, 
bbn D. McArthur, E. W. Bodie and 
(.G. Muller. The agency already has 
roduced a large volume of business. 


Maurice B. Cohill 


Maurice B. Cohill, assistant manager 
ithe Edward A. Woods Company of 
ttsburgh, Pa., has resigned to become 
jull-time field man in the same organi- 
ation. 

Mr. Cohill joined the Woods agency 
sa field man in 1914. He enlisted in 
he navy in 1917 as a gunner’s mate, 
as promoted to ensign and honorably 
scharged as a junior grade lieutenant. 
in his return from the war he was 
aced at the head of the group depart- 
ent of the Woods agency, was later 
ade assistant superintendent and then 
sistant manager. He was one of the 
rt 21 to receive the C. L. U. degree. 


J. K. La Vallee 


J. K. La Vallee has been appointed 
wervisor for the New England Mutual 
n Chicago by the new third general 
gent there, E. B. Thurman. Mr. La 
allee has had four years’ life insurance 
Xperience, a part of the time with the 
Equitable of Iowa. He has been con- 
nected with financial houses of Chicago 
for several years. He is a graduate of 
he University of Louisiana, which is his 


home state, and was an officer in the 
navy during the war. 
John C. Arthur 
[he California State Life has estab- 


lished a new general agency at San An- 
tonio, Tex., and has appointed John C. 
Arthur general agent, with offices in the 
Western National Fire building. Mr. 
\rthur has had extended life insurance 





experience and at one time was secre- 
ty of one of the smaller legal reserve 
mpanies the south, which was con- 
‘olidated with another company. 


Joseph Sator 
Joseph Sator, who has been connected 
with the Colonial Life for several years, 
been omoted to manager and 
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placed in charge of the New Brunswick, 
N. J., office. 





Life Agency Notes 











Clark W. Gumm, brother of Karl G. 
Gumm, agency supervisor of the National 
Life of Vermont, has been appointed su- 
pervisor in the St. Louis agency by Gen- 
eral Agent Fred T. Rench. Mr. Gumin 
has been district agent for the Massa- 
chusetts Mutual for eight years and has 
had consecutive production for 174 weeks. 


° = 8 
Jack Watson of Helena has been ap- 
pointed eastern Arkansas manager for 
the Penn Mutual Life and will maintain 
headquarters in that city. 
2 = 
James H. Tuttle, who for the past 
three years has represented the Mutual 
Life of New York as district agent with 


headquarters at Oliver, Ga., has been ap- 

pointed special agent with the Pruden- 

tial, under C. M. Adams & Son of Macon, 

Ga., with headquarters at Newington, Ga. 
x *x * 

J. W. Ensign of Idaho Falls has been 


appointed district manager of the 
Equitable Life of New York at Ogden, 
Utah. Mr. Ensign has been with the 
Equitable for the past year. 

*x* * * 

Former Superintendent J. E. Nichol, 
Ashland, Ky., has been appointed field 
supervisor by the Western & Southern 
Life. 


ok * * 

T. J. Morrison, former assistant super- 
intendent of the Western & Southern at 
Newark, O., has been promoted to su- 
perintendent in charge of the Rochester, 


Pa., district, succeeding W. F. Ewing, 
who has been transferred to Canton, O. 
x * * 

Mrs. Blake Francis, widow of the late 


Blake Francis, for some years a success- 
ful producer with the Connecticut Mu- 
tual Life in Indianapolis, has taken an 
agency contract with that company 
through the George K. Jones agency at 
Indianapolis, to carry on as far as pos- 
sible the business built up by her hus- 
band, 
x * 

K. R. Dahigren, for the past four years 
district manager for the Metropolitan 
Life at LaCrosse, Wis., and 22 years with 
the firm, is new district manager at 
Sioux City, Ia. He succeeds F. J. Man- 
ning, who recently took charge of the 
Metropolitan agency in Cedar Rapids. 

*x* * * 

Kenneth W. Rubadeau, who for the 
past year and a half has represented the 
North American Life of Chicago at Madi- 
son, Wis., has joined the home office 
agency of the National Guardian Life of 


that city, under the direction of Frank- 
lin Van Sant. 
x * * 
Rufus E. Sheafe has been appointed 
district manager of the Monarch Acci- 


dent and Monarch Life, in charge of ap- 
proximately 50 counties surrounding Des 
Moines, with headquarters at 310 Ma- 
sonic Temple building. 
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Rochester Life Sales Better 





Increase of ?1 Percent Is Seen in the 
First Seven Months of 


the Year 
i Roche ster chamber of commerce 
a that the life insurance sales in its 
— duriny July reached the highest 
e pnaal ch, 1928. July sales to- 
* M023,415 lor the 25 general agen- 
> Teporting to the chamber. This was 
..' Percent increase over July of last 
he seven months’ sales show a 
vsrcent advance over the correspond- 


g period of 
In Buffalo 


t July an 


year ago. 
s found that the sales 


ted to $8,322,820, a 5 
“< — “© compared with July, 
t€ seven months’ sales in the 


Uftalo terre; . 
9 ereit were 4 percent behind 


. Sun Life Moves 
The Bost in 


vj eae hee of the Sun Life of 
ada has n 


ed into new quarters in 





the new Second National bank build- 
ing at 75 Federal street. Manager D. A. 
Cameron has appointed James S. Munro, 
recently secretary Boston Life Un- 
derwriters Association, to supervise the 
new business and brokerage department, 
and J. B. Lewis as manager of the group 
department. Mr. Lewis served the Sun 
Life in England for two years and the 
past two years has been with the com- 
pany in Canada. 


New Jersey Specials Meet 


The New Jersey Special Agents As- 
sociation held an informal meeting last 
week in Newark. President Frank Voor- 
hies presided. The first dinner-meeting 
will be held early in October, at which 
a prominent speaker will be heard. 





Shepard Brokerage Manager 


William A. Shepard has been ap- 
pointed manager of the brokerage de- 


partment of the Van Alst agency of 
the Berkshire Life at 100 East 42nd 
street, New York City, by R. A. Van 


INSURANCE 








w~ 


EDITION 1, 


Points 


that have 
aided others 
can also help 
you 











1. 


attractive contracts 


2. 


ample territory for expansion 


3. 


a definite plan of development 


4. 


a home office school of instruction 
for agents 


D. 


whole hearted home office 
supervision and support 


6. 


prestige of being associated with 

a strong, conservative legal reserve 

company that has been in business 
over 43 years. 


Territory in Illinois, 
lowa, Ohio, Pennsyl- 
vania and Missouri, ts 
being intensively devel- 
oped by the Bankers 
Life of Nebraska, Life 
underwriters between the 
ages of 28 and 45 experi- 
enced in handling men 
or who believe they can 
are needed as general 
agents in this territory. 
If you desire to build up 
a general agency aided 
by the above six points 
write us in confidence. 


BANKERS LIFE 


INSURANCE COMPANY 
of Nebraska 


Home Office: Lincoln, Nebraska 
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Wanted.... 
....a Man 


Possessing the following qualifications: 
-@ AGE 35 or over, seasoned and a pro- 
. ducer. 


* THREE years of life insurance experi- 
ence. 


Must be personally acquainted with at 
least 25 life agents. 


to him 
we offer.... 


The Highest commission for low cost 
participating insurance. 

The services of an experienced field 
man, to help him in the field, appoint- 
ing sub-agents, giving sales helps and to 


“PUT HIM OVER” 
Over $125,000,000 in Force 


We are particularly interested in Illinois, Missouri, North Carolina and 
Michigan, especially Detroit. Write fully. We will not check references 
until after interview. 


Address R-38, care The National Underwriter 

















LISSEN, BILL— 


Every agency is practically and produc- 
tively a Wheel—hub, spokes and 
rim— 

Mud sticks close to the hub regardless of 
Distance and Speed— 

Dries Up and Peels Off if it rides the Spokes— 

And gets Thrown for a Splash out on the Rim. 

ae © @ 





Same way with Managers and General Agents who bank too 
serenely on “tired felloes” away out there 
ese & SS 


Good Wheel 





There’s no building a without first building a 
Good Hub— 

And a Hub in the form of an Office centrally located within a 
BIG Boundary, is generally as helpless as it is useless if not 
properly supported by Strong Spokes in the person of capa- 
ble and dependable Local Representatives— 

2K * * K * 

Organize from IN Out, not from OUT In—be a Good Wheel- 

wright and build the Wheel Right— 
x ok ok Ok x 

We have an attractive proposition to offer a limited number of 
Concentrative Builders—“Hub Huggers” who are both Pro- 
ducers and Organizers, and content to Serve and Service 
Workable Fields— 

es Ss Sa 

A certain well-known paint may “cover the earth,” but few men 
are Oily enough to do That — Outline your Territorial 
Capabilities. , 


Address John M. Sarver, President 


THE OHIO STATE LIFE INSURANCE COMPANY 
Columbus, Ohio 


LIFE HEALTH 


ACCIDENT 
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Alst, Jr., general agent. Mr. Shepard was 
a salesman four years, sales manager 
and secretary of a manufacturing com- 
pany and joined Mr. Van Alst last Janu- 
ary, making an excellent personal pro- 
duction record. 


Feay New York Actuary 


Herbert Feay has been appointed as- 
sistant actuary of the New York insur- 
ance department. Mr. Feay, who has 
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been connected with the ordinary y 
search division of the eMtropolit 
Life, stood third on the list in a reg 
civil service examination for the po; 
tion. 






Price Visits Newark 


Ralph B. Price, son of Julian Prix 
president of the Jefferson Standard Lj 
was a recent visitor to the Newark, N.| 
office under Manager Fred Lieberich, j 
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Goldman Agency’s Record 





Prudential Manager in Chicago Is Giv- 
ing Good Account of Himself in 
Business Building 





A. Van Goldman, manager of the or- 
dinary agency of the Prudential in Chi- 
cago, with offices in the Insurance Ex- 
change building. reports a splendid rec- 
ord for the first eight months. This 
office has issued more than $10,000,000 
of business over this period, which is 
considerably over the million dollar a 
month average, and has more than 
doubled the record for the correspond- 
ing period of last year. The office as 
of September 1 stood fifth in produc- 
tion in the United States and Canada 
and first in net increase in proportion 
to its allotment, having passed its quota 
last May. It has never taken the agency 
longer than four to five months to reach 
its quota during the three years that 
it has been operating. When Mr. Gold- 
man opened this office in June, 1927, he 
started from scratch and at present has 
15 full time active producers. He has 
selected his agency force carefully and 
as a result nine of the 15 agents are 
among the company’s first 100 leading 
producers. The agency is actively en- 
gaged in the brokerage end of the busi- 
ness, having active contact with over 
350 brokers. The record the agency has 
made is remarkable in view of the fact 
that Mr. Goldman started without an 
organization to help pave the way and 
for the reason that this has all been ac- 
complished in such a short time. 


Saltzstein Sells on Basis 


of His Thirty-Year Record 


A. L. Saltzstein of Milwaukee, who in 
September celebrates his 30th anniver- 
sary as general agent of the New Eng- 
land Mutual Life, is basing a large part 
of his solicitation these days on his 
record. He has prepared circular let- 


ters in which he points out that when | educational division. 


he took over the agency in 1900, the in- 
surance in force was $600,000. During’ 









> ~ 


his 30 years, he reports that $70,000; 
of new life insurance has been issued 
of which more than $50,000,000 is p 


ation 
wry re 


in force, “the difference representing 
matured endowments or other cla 
paid.” 

“I take particular pride in this r 
ord,” Mr. Saltzstein writes, “because 


represents satisfied policyholders. 

crucial test of life insurance is the | 
lapse rate, and record of this agen 
is unmatched even by that of our { 


























company as a whole, which itself, | 
one of the lowest in the entire insurane Lai 
world.” ‘ 
As part of Mr. Saltzstein’s celebration Atkansé 
President George Willard Smith of thggented at 
New England Mutual is scheduled yi the La 
visit Milwaukee Sept. 26-27 and pajmst weeh 
ticipate in the school of  instructiogiifrom the 
which Mr. Saltzstein is planning fqiorthwest 
those dates. ending. 
a 1 gener 
New York Life Is Ahead pment | 





The Central department of the Ne 
York Life under R. E. Whitney, inspe 
tor of agencies, Chicago, for the eight 
months this year is $8,000,000 ahead « 





art in th 





its pro rata allotment in paid busines Texas 
with $90,052,000. At this time last ye. i 
the department had paid for $82,000,00i fag ks 

€ DOOKS 
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Patterson March Continues 





The Alexander E. Patterson age: 
of the Penn Mutual in Chicago continv 
its unbroken string of plus signs atl 
million dollar months in 1930 by paying 
for $1,130,336 in August. Mr. Patte- 
son sees in this a demonstration of ! 
belief that there is an increased demat 
for life insurance in Chicago. 
agency’s total paid for the first eig 
months is $11,540,000, an increase of i 
percent over the same period last ye 
Business this year has gained 110 per 
cent over the same period in 1928 
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K. C. Life’s Michigan Meeting 


Michigan agents of the Kansas 
Life held a three-day educational com 
ference in Lansing last week, in charg 
of Walter Cluff, head of the company: 
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About 40 agents ll Just 
| attended from all parts of the state. + 
'S. Bramble is state manager. memor 
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Standard Life’s New Booklet 





Jackson Company Issues Some Interest- 
ing Literature Concerning the Man- 
agement of the Company 





The Standard Life of Jackson, Miss., 
has sent out an interesting booklet giv- 
ing some intimate glimpses of the com- 
pany at home. It has 54 directors in 
the state and 2,600 stockholders, nearly 
every county being represented. J. B. 
Stirling, who is president of the First 
National Bank of Jackson, is president 
of the Standard Life. 
ald, president Deposit Guaranty Bank 
of Jackson, is first vice-president, 


George L. Don- | 








Dask 
mn the ; 
he bi; 


e mo 


nor’s mansion and diagonally acto 
from one of the city’s parks. Carlte 
E. Stevens is superintendent of aget® 
The company is making excellent prot 
ress in the state. 







Forfeiture of Charter Sought d ap 

Forfeiture of charter and appointme? such m 
of a receiver for the Teachers 1% Th : 
Reserve Mutual Life & Annuity ® at's 
asked in a petition filed Austin 
the Texas attorney genera 

It is charged that the company, ¥” 
had some 200 individuals insured ! 


failed to conduct * 


total of $200,000, ondus* 
business as required by law. The ‘ he Di: 
| pany’s certificate to do busimess 


and | 


George W. Covington, president Bank | 


of Hazelhurst, Hazelhurst, Miss., is sec- 
ond vice-president. Thomas E. Hand is 
general manager. The Standard has its 
own office building opposite the gover- 








here B, 
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been canceled. 
Probe Citizens’ Life Affairs 
Conduct of the affairs of GU 


Life of Huntsville, Ala., prior to the! 
it was placed in federal recetve® 
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investigated by the Madison 









a ‘TY th oty, Ala., grand jury. The probe was 
Mtr Poh wn as a result of charges that its 
im a Tec ness had been handled with the 
r the po sssest of carelessness” and in such a 





waner that its assets were seriously 
seriled and “stockholders appear to be 
»to suffer heavy losses.” 

frank N. Julian of Birmingham, 
-er insurance commissioner of Ala- 
ma is receiver for the company. 
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ieberich, j seenrens 
ndorse Revocation of Licenses 
, Resolutions endorsing Commissioner 


] en S. Lowry for the revocation of li- 
mses of two life agents because of 
sting policies was unanimous in res- 
wtions adopted by the Mississippi As- 
sation of Life Underwriters. Mr. 
wry recently revoked the licenses of 
ee agents on the grounds of “mis- 


$70,000.01 
een issue 
D00 is now 
epresenting 



















her claingmoresenting policies and twisting poli- 
< from one company to another.” 
1 this ref The association commends the com- 
“because qgpssioner “for his prompt action, and 
ders, ThMiprhis efforts in protecting the interests 
is the lod the insuring public in Mississippi and 
his agenc[m ciminating the evil practice of un- 
of our findhical life insurance agents.” 
itself, has — 
> insuranq™ Lamar Agents Convene 
-elebratioot Arkansas and Mississippi were repre- 
nith of thagmented at the regional sales conference 
heduled sami the Lamar Life in Greenwood, Miss., 
and pagmgest week, general and special agents 
instructiogmeom the southeastern Arkansas and the 
unning fofmorthwestern Mississippi districts at- 
nding. C. W. Welty, vice-president 
ni general manager, discussed “Devel- 
head pment Plans of the Company.” A. V. 
wustafson, agency director; Harry 
f the NewGrham, agency supervisor, and Rex 
ey, inspeflagee, advertising manager, also took 
' the eighfiart in the program. 
0 ahead « —_—— 
P ° 
d esis Texas Business Holding Steady 
e last veri i . 
$39,000.00 \eW life insurance business put on 
he books by Texas companies the first 
cen months of the year is about the 
nues 
on agency 
» conti 
signs ’ . 
by pana Underwriter 
r. 
oe aAn“#o pays for more than 
. . 
ed de million a year 
go. . 
rst eichamaid recently: 
‘ease of If . 
ict arf hat material on 
"per = 
a 9 lay Hamlin’s Methods 
sabout the most 
eeti -4 . 
" [effective and practical 
ansas C = 
onal co" ever published. 
in charg 
compa another two weeks 
accents U . . 
om ll just about have it 


nemorized—learning to 

the right words 
in the right places— 
just the right phrasing— 
vask just the right question 
mn the right way.” 
he bigger the Underwriter, 
he more he studies 
nd appreciates 
such material. 
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same as for the similar period in 1929, 
it is reported by company officials. It 
is admitted the drought and the stock 
market orgy last fall hampered sales 
somewhat, but company men declare 
with the cotton crop moving, the busi- 
ness for the remainder of the year should 
be good and the new business for the 
whole of 1930 should be greater than last 
year. 

Lapses are somewhat greater than 
last year. Collections are reported a 
little slow and policy loans much higher 
than in 1929. 


Insurance Course at Loyola 


Courses in insurance will be added 
this year to the curriculum of Loyola 
University. The New Orleans Associa- 
tion of Life Underwriters will cooper- 
ate with the university in giving the 
course. 


Weeks Speaks at Greensboro 


About 250 life underwriters were the 
guests of the North Carolina Bank & 
Trust Company at Greensboro last Sat- 
urday night when Harvey Weeks, of 
the Central Hanover Bank, New York 
City, talked on how life underwriters 
can increase their incomes through the 
more extensive use of the life insurance 
trust. 


Insurance Class ia Little Rock 
- 2. 


Wilson, vice-president and in- 
surance officer of the American Ex- 
change Trust Company, Little Rock, 
Ark., will teach the insurance class to 
be formed there Sept. 15 by the local 


chapter of the American Institute of 
Banking. 
G. W. Dyer, general agent for the 


Inter-Southern Life, recently returned to 


Madisonville, Ky., from a three weeks’ 
trip to Colorado. He was accompanied 
by Mrs. Dyer, who will remain there 


until October. The trip was undertaken 
because of Mrs. Dyer’s health. 
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Coast States 














Aetna Life Coast Men Meet 


More Than 160 Expected at Conference 
at Del Monte, Cal., Sept. 15-17— 
Home Office Men Attend 








Present indications are that more 
than 160 will attend the conference of 
the Aetna Life and affiliated compa- 
nies at Del Monte Sept. 15-17, accord- 
ing to C. A. Bonner, manager of the 
western branch. 

A number of home office officials will 
be present, among them W. L. Mooney, 
vice-president; W. H. Dallas, assistant 
vice-president life department; C. J. 
Langley, assistant secretary automobile 
department; James Moody, Jr., superin- 
tendent life agency department; R. A. 
Mallery, field supervisor; C. T. Spauld- 
ing, field supervisor, and Thomas 
Fraher, field engineer. 

A similar conference is to be held in 
Los Angeles Sept. 25-26. 


Reliance Life Conference 


H. G. Scott, senior vice-president of 
the Reliance Life of Pittsburgh, held a 
three-day conference with the Oregon 
department in Portland. He was ac- 
companied by J. H. Layton, assistant 
secretary, and Angus Almond, superin- 
tendent of agencies for the western 
division. 


No Separate Ordinary Department 


With the arrival in San Francisco of 
L. J. Schmoll, assistant secretary of the 
Metropolitan Life, who has been placed 
in charge of the ordinary department of 
the company on the Pacific Coast, it is 
not planned to establish a separate ordi- 
nary department, according to John H. 
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HOME LIFE INSURANCE 
COMPANY 


of New York 
A COMPANY OF OPPORTUNITY 


Ethelbert Ide Low, 
Chairman of the Board 


On Agency matters address 
H. W. Manning, Superintendent of Agencies 
256 Broadway, New York 


James A. Fulton, 
President 
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Man Wanted 


in Illinois 
and Iowa 


Can you “shake the 
bushes” with small- 
town agents and get 
business? If so, we 
have a job for you. 


What we want is a 
man who can go into 
the small towns, find 
and teach reliable and 
intelligent men, start 
them off and keep in 
touch with them, and 
see that they produce. 
We will expect $500,- 
000 of business from 
the men he appoints. 


We will offer an at- 
tractive agency propo- 
sition for such men as 
this supervisor ap- 
points. 


Only men who have 
proved their ability in 
this kind of work will 
be considered. Salary 
and expenses will be 
paid for steady, effec- 
tive work. Nota sine- 
cure, but a good job 
for the man who can 
do the work and get 
results. 


Replies treated in 
strictest confidence. 
Write to Superintend- 
ent of Agencies. 


New World Life 
Insurance Company 
Spokane, Washington 











THE 


NATION 





Almy, superintendent of agents. Com- 
paratively few agents are writing ordi- 
nary business exclusively and this busi- 
ness cleared through the various 
branches with the industrial business. 
With the arrival of Mr. Scholl it is ex- 
pected that more agents will turn to the 
writing of ordinary business and others 
who will write this class may be attracted 
to the company. 


is 


Metcalfe Heads Department 


Standart & Main, Colorado general 
agents for the National Life of Vermont, 
have appointed E. L. Metcalfé as man- 
ager of the life department. This firm 
organized in 1888 and one of the leading 
insurance offices in Mountain territory, 
has represented the National Life of Ver- 
mont as general agent since 1921, and was 
one of the first general insurance offices 
to establish a life department. Mr. Met- 
calfe was formerly associated with the 


Jefferson Standard Life at Denver. 
Louis H. Baine formerly managed the 
department. He has been appointed Col- 


orado general agent, John Hancock. 


Davis Returns Home 


Frank H. Davis of Denver, manager 
of the western department of the Penn 
Mutual, has returned home from San 
Francisco where he participated in the 
festivities attendant on the removal of 
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the San Francisco agency, under B. F. 
Shapro, to its new quarters at 333 Mont- 
gomery street. 


Gale Goes East 


F. W. Gale, Los Angeles, superinten- 
dent of agencies of the western division 
of the Lincoln National Life, is on a 
trip to the home office. He will also 
visit a number of agencies before he re- 
turns home early in October. 


Agents’ Wives Lunch 


Harry G. Everett, Los Angeles, Cal- 
ifornia, manager of the Lincoln National 
Life, gave a luncheon Wednesday to the 
wives of members of his agency to en- 
list their aid in promoting the success of 
the field force. 


Attend Victoria Conference 





Forty-five members of the C. J. Sau- 
ter agency of the Equitable Life of 
New York in Seattle attended an edu- 
cational conference at Victoria, B. C. 
William H. Glines of San Francisco, 
superintendent of agencies for the west- 
ern department, was the honor guest. 


The San Francisco office of the Lin- 
coln National Life, under Ralph 8S. Bab- 
cock, general agent, has been moved to 
the new Pacific National Bank building, 
333 Montgomery street. 
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Accident Clubs in Meeting 


President Collins of National Organiza- 
tion Scheduled on San Francisco 
Program Sept. 20 





SAN FRANCISCO, Sept. 11.—A 
Managers’ Clubs of Los Angeles and 
San Francisco will be held here Sept. 
20. George Johnson of the U. S. F. & 
G. is chairman of the program commit- 
tee. The principal speaker will be J. 
P. Collins, president of the National 
Association of Accident & Health Man- 
agers. 

A number of important subjects are 
to be discussed. Among them are: 
“Social Insurance,” by C. D. Babcock, 
editor “Pacific Underwriter’; “Stand- 
ard Form Policies,” W. B. Burge, Ocean 
Accident; “Unethical Competition,” 
festivities attendant on the removal of 


joint meeting of the Accident & Health | 


newal Commissions to Casual Produc- 
ers” and “Educational Publicity.” 

It expected that representatives 
from the Pacific northwest, including 
Dwight Mead of Seattle, regional vice- 
president, will also be present. John H. 
Schively, secretary Insurance Federa- 
tion of California, will be the principal 
speaker at the banquet. 


Is 


Sells “Librarians’ Policy” 


COLUMBUS, 0O., Sept. 11.—The Ohio 
department has been informed that a 
man who gives the names of Steele and 
Stone has been soliciting librarians 
throughout the state and selling them 
a so-called librarians’ health and acci- 
dent policy. He collects $16 for the first 


year’s premium and is not heard from 
afterwards. He represents himself to 
be an agent of the Bankers Life of 


Freeport, Il. 
at that place. 





There is no such company 
The Bankers Mutual Life 


of Freeport has informed the Ohio de- 
| partment that the man does not repre- 
sent it. 
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Push 1932 Convention Plans 


San Francisco Association Perfects Or- 
ganization to Secure National Meet- 
ing Two Years Hence 


_ SAN FRANCISCO, Sept. 11.—A 
joint meeting of the officers, executive 
committeemen and advisory cabinet of 


sociation and general agents and man- 
agers club was held Sept. 5 to perfect 


past presidents of the San Francisco as- | 


| plans for the furtherance of San Fran- 
| cisco’s invitation to hold the National 
association convention here in 1932. 
| Dr. E. L. Woodruff, national executive 
| committeeman, will present the invita- 
tion at the Toronto meeting. A _ goal 
| of $7,500 for entertainment purposes has 
| been set. P. M. Jost, manager of the 
| Sun Life, was appointed chairman of 
the finance committee. 

A. Kelloway, Canada 
B. Tower, Sun Life, have been 





| Floyd 
‘appointed members of the executive 





Wayne 
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committee of the association to {ij} 
cancies. 
* * * 

Oklahoma—cC. P. Brewer of | ex 
sion department of the Univers 
lahoma, Norman, Okla., is sche jul. 
address the first meeting of the 6 
homa association in Oklahoma 
Saturday. 

*x* * x 

Toronto—The Toronto a 
opened its fall season with a mee: 
addressed by W. H. Somervill: 
manager of the Mutual Life of ¢; 
on “Some Characteristics of 
Life Underwriters.” Mr. Som: 
also president of the Canadian Life | 
surance Officers Association and 
fore appeared before the Toron u 
writers in a dual capacity. 

e © @ 

Columbus, 0.—The Columbus ass 
tion held a meeting Monday W 
time plans were discussed for enc 
aging life insurance men to attend 
life insurance courses which wil] 
started this fall at Ohio State Univ 
sity under the direction of the ex 
sion division. 


S 


* * 
I1i.—Earl Harrah of C 
has been added to the progra 
Peoria sales congress to be he 
He will speak on “Insurance 
Herbert Hendricks, president of 
association, Decatur, and Walt 
managing director Chicago associat 
also will talk. W. M. Lateer of Pe 
is chairman of the committee in 
which is working with the stat 
tion in making this a state w 
The executive committee will 
Friday preceding the congress 
session will open at 10:15 a. m 


IK 


Peoria, 


the st 


T Y 


charg 
assoc 


de 


eve 


the New York City association, on 


after. Mr. Simon then will conduct 
open forum until lunch time 
* * * 


Chicago—The first fall luncheon mee- 


wil 


associatio: 


the 
the 


of Chicago 


in 


ing 
held 


Orbison of Los Angeles on “The 
of Life Insurance.” Judge Orbison 

fine speaker, who has had a great é& 
of experience in probate court, and 
address showing the uncertainty of w 


has been heard many times by life 
surance men. 
* * * 
Mississippi—‘“Get rid of your fears 
was the advice of Alford V. Gustafs 


agency director of the Lamar Life, ir 
address before the Mississipp 


tion at the September meeting in Ja 
son. 
Mr. Gustafson spoke on Paralyze 


° 75 perce 


rid tl 


Salesmanship,” asserting that 
of fears are unfounded. He 
is no salesman alive who is 
business because of fear that he cz 
certain people. He urged the men to g 


rid of their fears and sell life insura! 
where they fear it can not be sold. 

The association will start another clas 
in life underwriting to be held on Mor 
day nights with A. E. Babbitt, actuar 
of the Lamar Life, as educational 
rector. 

*x * 

Newark—The Newark assoviation, 
which Charles J. Schmitz is preside 
has planned an active season for 19 
1931. The first fall meeting will 
place the first week in October. Fr 
Lieberich, Jr., Jefferson Standard, % 
was appointed early in the immer 


organize a state committee, 
the selections to be made fron 
other life organizations in N 
The purpose of the state con 
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take a more active interest eg 
op tion. 

Life, and The Newark association lans 
change its name to the Life nderw! 
ers Association of Northern New Jers 
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jue 


to the fact that many members are 
yeated Outside of Newark. Another im- 
; to be taken is the 





yortant question up 

-yistine” problem which is being prac- 
eXte ed in the state. Just what action is to 
of ( ye taken remains with the members of 
uled ; he organization. 

e 0 James A. Fulton, president of the 
Home Life of New York, will be the 
eseaker at the opening meeting of the 
vewark association in October. 


x * x 


pittsburgh—The Pittsburgh associa- 


oe Sion will hold its first fall meeting Sept. 
; 7 Arthur B. Cheyney of the Continental 
ville “Ma imerican Life, president of the Philadel- 
Life ghia AS ociation, will be the guest of 
> + »onor and principal speaker on “Practi- 
; ar 4] Sale Angles on How It Is Done.” 
‘Jay M. Holmes, manager of the Pitts- 
weh office of the Travelers, will pre- 
Asse side as hairman of the program com- 
wl ttee 
en *x* * * 
tend 1 southwest Texas—The executive com- 
will mittee of the Southwest Texas associa- 
Unive ‘on, San Antonio, Tex., has appointed a 
© ext mmittee composed of J. Y. William- 
eon, W. C. F. Arnold, D. O. Johnson and 
Eph Goldstein to investigate charges of 
Chicag ebating and twisting. Underwriting 
of t nditior in San Antonio have been 
d Ox very satisfactory the past few years, but 
Trus several ises of twisting and rebating 
the st ave been called to the attention of the 
Tow executive committee and it is their in- 
sociati tention actively prosecute any of- 
f Pee fenders. The Texas commissioner has 
n chareffassured the association that he will be 
assoc glad to cooperate in driving the twister 
de ey nd rebater out of business. 
neet *x* * * 
The firs Boston.—Dorr Viele, member of the 
the a hr in New York and Massachusetts and 
sident (HM. some time past with the Ellis Title 
‘. Bus & Conveyance Company of Springfield, 
Y thei voces, has been appointed executive sec- 
nduct ay retary of the Boston association. He 
eceeds James S. Munro, who resigned 
to become manager of the brokerage de- 
on n rtment of the Sun Life in Boston. 


will * * * 





eal Lincoln, Neb.—The Lincoln association 
e Gt will hold its first session following the 
son summer recess Sept. 13. Members will 
eat be asked to consider a budget covering 
and inumber of new activities designed to 
of © nerease the influence and scope of work. 
life This calls for an increase in dues. 
x * * 

Cedar Rapids, Ia.—Life underwriters 
r =6fea from several communities in this terri- 
istafs tory are attending the one-day school of 
e, in fe insurance Sept. 12, under auspices of 
associa-@@ the Cedar Rapids association. Dr. Charles 
in Ja J. Rockwell, Chicago, is giving the 

urse of lectures and in the evening 
aralyze vill address a banquet gathering on a 
percent general business topic. 
id t , a 
be _Cleveland—The speaker for the Sept. 
= tons ) meeting of the Cleveland association 
tes rill be William F. Dineen, educational 
lk q rector of the Chicago agency of the 
a aii Mutual Life of New York. His subject 
a will be “Estate Shrinkage, Their Causes, 

S Effect and Cure.” 

actua 





NEWS OF LIFE POLICIES 














e New Policies, Premium Rates, Dividends, Surrender 
i]] take Values and all Changes in Policy Literature, Rate 

Fre tte. Supplementing the “Unique Manual- 
Digest, published annually in May at $4.00 and the 
Little Gem” published annually in April at $2.00. 




















ve tl 

jE Issues Family Income Form 
leg! ~ a 

an Central States of St. Louis Introduces 
erwrit- Innovation in Variable Lump 
Jerse Sum Option 


Che Central States Life of St. Louis, 

announces family income protective 
policy with the statement that it believes 
's lorm is the most forward and sig- 

“icant step taken by life insurance in 
‘“cent years. Agents are also advised 
mat the unemployment situation should 
‘ nish an excellent background for sell- 
& this contract. This policy is on the 

A special optional set- 


“year basis. 
‘ment plan for the first 20 years pro- 





‘iting Mes, that sured may elect in event 
copy ; ts death either 10, 20 or 30 percent 
, t face paid ; : 
al ic Paid immediately, and the re- 
_sinder paid at the end of the 20 year 
scoln eriod, - 
1” The fol! wing table shows the 
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Change Ad Conference 
Trophy Contest Rules 











The Insurance Advertising Confer- 
ence has revised conditions and instruc- 
tions governing the annual award of the 
Insurance Journal Advertising Trophy, 
Harold E. Taylor, publicity director 
American of Newark, and chairman 
publicity committee of the conference, 
announces. A_ beautiful bronze wall 
plaque together with gold, silver and 
bronze miniatures—all donated by the 
Rough Notes Company—will be 
awarded at the annual meeting of the 
conference in Milwaukee, Sept. 28- 
Oct. 1. 

The wall plaque is presented to the 
company sponsoring the best series of 
insurance trade paper advertisements ap- 
pearing during the 12 months ending 
Sept. 1, and the gold miniature becomes 
the property of the individual who 
created the advertisements. The silver 
and bronze miniatures are awarded the 
creators of the second and third best 
entries. 

All exhibits are to be sent as soon as 
possible to the conference, 640 Temple 
avenue, Detroit. 





amounts payable under this option im- 


mediately on insured’s death: 

Policy 10% Paid 20% Paid 30% Paid 
fear at Death at Death at Death 
teNdeee $804.38 $608.77 $413.16 
829.53 659.07 488.60 

10 856,47 712.94 569.41 

15 879.15 758.30 637.46 

ea 898.25 796.50 694.75 


After three years from issue, insured 
has privilege of surrendering policy for 
cash or reduced amount of paid-up in- 
surance. The policy does not provide 
for extended insurance. It will be i 
sued on non-participating rates only, 
but carries provision for increase in 
amount monthly income payable from 
excess interest. Waiver of premiums, 
disability income and double indemnity 
may be included. 

Minimum amount issued is $1,000, 
which may be written on non-medical 
plan in all states permitting this, where 
amount applied for is not more than 
$1,500. It will not be issued to women. 

Illustrative rates are: 


1S- 


(lasses -——_—_—__- 
B Cc B2 C2 


Bene- Bene- Bene- Bene- Bene- 
Age fits fits fits fits fits 
20...$17.98 $18.13 $19.19 $18.46 $20.99 
25 20.18 20.35 21.58 20.75 23.53 
sO 23.07 23.31 24.74 23.77 26.84 
40 32.54 33.00 35.03 33.73 37.63 
45 40.88 41.59 44.08 42.56 47.02 
»f 54.03 55.17 58.31 56.55 61.68 
55... 74.123 76.12 80.34 78.09 83.96 


Continental National Life 


The Continental National Life of Den- 
ver has announced a new “family in- 
come” policy. 

The family income policy may be pur- 


chased in amount of $5,000 or more on 
either a 10 or 20-year basis. On the 


10-year basis the monthly income is pay- 
able from the date of death of the in- 
sured to the end of 10 years from date of 
issue of the policy, and on the 20-year 
basis from the date of death of the in- 
sured to the end of the 20 years from 
the date of issue. 


Inter-Southern, Louisville 


Inter-Southern Life 
is now issuing a family income form 
similar to that originated by the Con- 
tinental American of Delaware, entitling 


The of Louisville 


it the “Family Income Trust Special.” 
Although at first the minimum which 
would be issued was $5,000, this now 


has been reduced to $2,500. 


Life Policy of Virginia 


The Life of Virginia has increased its 
settlement option service by putting 
proceeds of policies matured by death 
or an endowments on a 5 percent inter- 
est basis, if left with the company. The 
minimum guaranteed rate is 344 percent. 


“Creating and Conserving Estates,” b? 
Robinson and Woods, explains the co- 
operation of trust companies with the 
underwriters in rendering better service 
to the public. Price, $3. Order from 
The National Underwriter. 
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By Using the 


Size of 
Ours DALLWIG RECORD: 
vera 
934x124 On account of its Simplicity, Completeness 
and Ready Information on all policies in 
Get started force, including premium due dates, record 


with the right of policy, etc., many lapses are prevented. 


kind of Record and 
eliminate uncertainty 
and worry in your work 


Capacity of Binder 1,000 Record Sheets 


CUT HERE—MAIL NOW 
P. G. DALLWIG, INC., BANKERS BLDG., CHICAGO. 
Please send illustrated booklet describing the Dallwig Record. 








What Makes a Good Company? 


A company with sufficient age and financial stability, a live- 
and-let-live contract, policies that compare favorably with the 
best, close Head Office cooperation, lead service and other modern 
working tools. These are the principal things for which an 
agent looks. 


By these standards Fidelity is a good company. Its reputation 
rests upon over half a century of fair dealing. It is financially 
solid. It operates in thirty-nine states, including New York, on a 
full level net premium basis and has over $415,000,000 insurance in 
force. Its lead service and Low Rate policies make selling easier. 


Desirable openings for the right men seeking a wider and 
more profitable field of action. 


“f IDELITY MUTUAL LIFE 


WALTER LEMAR TALBOT. President 
20.8% INCREASE 
The steady growth which The Guardian has 
- S 
experienced in recent years continues at an acceler- 
ated pace in 1930. During the first six months of this 
year, Guardian Fieldmen produced 20.8% more new 
paid-for business than in the corresponding period a 
year ago. 











Production in June, 1930, was the greatest for any 
month in the seventy years during which The Guardian 
has been in business. 


THE GUARDIAN LIFE 


ESTABLISHED 1860 


INSURANCE COMPANY of AMERICA 


50 UNION SQUARE - + NEW YORK CITY 











































ACTUARIES 











CALIFORNIA ’ 
Barrett N. Coatss Car. E. Hearuatz 





Coates & HERFURTH 


CONSULTING ACTUARIES 
437 So. Hill Street 


114 Sansome Street 
SAN FRANCISCO LOS ANGELES 





_ ILLINOIS 


ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 


160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 











A. GLOVER & CO. 
* Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 





INDIANA 


HAH, DAVIS & HAIGHT, Ine. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Kansas City 











ARRY C. MARVIN 
Consulting Actuary 
002-904 State Life Building 
INDIANAPOLIS, INDIANA 





MISSOURI 


A LEXANDER c. GOOD 


Consulting Actuary 
807 Paul Brown Building 
St. Louis, 


800 Securities B: 
Kansas City, M 








NEW _ YORK 





Mi M. Dawson & Son 


CONSULTING 
ACTUARIES 


68 W. 44th St. New York City 








OCODWARD, FONDIL- 
LER and RYAN 
Consulting Actuaries 
Insurance Accountants 
Richard Fondiller, Harwood E, Ryan, 
Jonathan G. Sharp 
75 Fulton Street 
New York 





OKLAHOMA 


J. McCOMB 
e COUNSELOR AT LAW 

CONSULTING ACTUARY 
Reserves, Surrender 
— etc., Calculated. Valuations 
Examinations Made. Policies 
= all Life Insurance Forms Pre- 
ec Law of Insurance a 


OKLAHOMA CITY 





Premiums, 


a 
Colcord Bidg. 























THE INVESTMENT TRUST 
SERVICE OF LIFE INSURANCE 
—By Albert G. Borden.....Price $1.50 


Shows the various ways that life insurance can serve 
in the administration of an estate. Includes many 
illustrations and graphs. Order from The National 
Underwriter, A1946 Insurance Exchange, Chicago. 
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heen General 
Agents Gather 


(CONTINUED FROM PAGE 2) 


sold, and the contract is understood in 
every detail by the insured, the possi- 
bility exists that the demands of other 
obligations will inspire its lapsation.” 

J. W. deForest, assistant superinten- 
dent of agencies, followed with an ad- 
dress on “Accident and Health Insur- 
ance.” There are a few very definite 
reasons, he said, why some agents do 
not undertake to sell this type of insur- 
ance—their lack of knowledge of the 
business and the lack of incentive which 
should come from the general agents. 
He emphasized the point that more 
agents should be familiarized with the 
facilities their company offers along this 
line inasmuch as accident insurance is 
logically an indispensable part of the 
complete insurance program, 


Option Settlements Increase 


L. O. Kinne, assistant secretary, dis- 
cussed problems in fulfilling contracts 
and stressed especially the importance 
of cooperation between the field and the 
home office. “Two things are impor- 
tant,” he said, ‘it seems to me, if we 
are to fulfill the contracts of life in- 
surance successfully. First, appreciation 
on the part of both branches of our 
organization—field and home office—of 
the problems that confront us in claim 
settlements; second, a determination on 
the part of both home office and field to 
solve our problems in a better way.” 
He pointed out that the reputation of a 
company is made largely by the service 
extended to policyholders and to the 
beneficiaries. He reported an increased 
number of people who are returning 
their settlement checks to the company 
to be handled as a trust fund—this 
point quite obviously demonstrating, he 
said, why cooperative service to policy- 
holders and beneficiaries is of extreme 
importance. 


Life Presidents 
Broaden Scope 


(CONTINUED FROM PAGE 1) 


requisites of enlightened modern exist- 
ence. The task of fostering and dis- 
tributing the multiple benefits of the 
20th century is one which has seemed 
especially vivid during the present year 
of readjustment. 

“Side by side in this vital work are 
the nation’s great agencies for advance- 
ment. Government, education, religion, 
science, the press, commerce, industry, 
transportation and insurance are among 
the contributors to the enhancement of 
human welfare. The presence of out- 
standing representatives from many of 
these fields on the platform at the as- 
sociation’s convention will assure a com- 
prehensive analysis of the present and 
an enlightening glance into the future of 
human America. 


Dignitaries on Program 


“From Washington will come a leader 
in the field of journalism, a man who 
for more than a quarter of a century has 
presided over the activities of one of 
the largest cooperative news-gathering 
organizations in the world. The presi- 
dent of a great western university will 
bring to the platform his knowledge of 
national educational affairs as well as the 
enthusiasm of his associations with 
youth. From the Pacific Coast will jour- 
ney one‘of the nation’s scientists whose 
achievements in his chosen field have 
immeasurably added to human welfare. 

“The chief executive of an important 
railway system in the east will contribute 
to the program, not alone from his 
wealth of experience in the realm of 
transportation, but from a_ store of 
knowledge gleaned in his intimate con- 
tacts with industry. An invitation to 
address the convention has been ex- 
tended to a high official at Washington. 

“What contributions life insurance is 
making, and can make, to national re- 
serves for human needs will be ably 








presented by distinguished representa- 
tives of the business. 

“The stimulating economic influence 
flowing from the great reservoir of life 
insurance investments, what life insur- 
ance is doing and can do toward pre- 
venting old-age dependency, and the pio- 
neer work of extending the benefits of 
life insurance to the physically impaired 
will be among the subjects for discus- 
sion. A survey of current mortality for 
the year as indicated by the experience 
of life insurance companies, and a study 
of the health reserves of the nation also 
will be presented.” 

Howard P. Dunham, Connecticut 
commissioner and president of the Na- 
tional Convention of Insurance Commis- 
sioners, is expected to be present and to 
talk. An executive of a large New York 
life company will reveal the life insur- 
ance profession in a new light in an ad- 
dress on “Building an American Char- 
acter Reserve.” 

A discussion of Canadian problems, 
always a feature of the association's 
conventions, will be given by the presi- 
dent of a member Canadian company. 
James Lee Loomis, president Connecti- 
cut Mutual, will preside. 

The luncheons during the meeting, al- 
ways looked forward to by executives 
and commissioners as an opportunity to 
strengthen old friendships and build new 
ones, will be informal and_ without 
speeches. 





Rickerd Invites Local Agents 


C. E. Rickerd, president of the Insur- 
ance Advertising Conference, has ex- 
tended a special invitation to all insur- 
ance agents of the United States to 
attend thg.annual convention of the In- 


surance Advertising Conference at Mil- 
waukee, Sept. 28-Oct. 1. 
President Rickerd points out that 


while the convention is designed pri- 
marily to deal with insurance advertis- 
ing problems, it is to be a gigantic “idea 
mart” where agents as well as advertis- 
ing managers will be able to secure new, 
potent ideas on business building, the 
securing of good will, sales promotion 
and local advertising. 

“Especially will agents be interested 
in attending the meetings of the life and 
the fire-casualty groups,” President 
Rickerd says, “and it is at those sessions 
that we expect a record attendance of 
visiting agents.” 


Open New Grand Rapids Offices 


The Penn Mutual Life agency at 
Grand Rapids, Mich., celebrated the 
opening of new quarters in the Grand 
Rapids National Bank building with 


open house and an agency meeting ad- 
dressed by Vincent B. Coffin of Phila- 
delphia, educational director. 

At the September meeting of the 
Grand Rapids Life Underwriters’ Asso- 
ciation which was held the same day, Mr. 
Coffin gave a talk outlining constructive 
methods of approach and sales of life 
insurance. In the evening there was a 


dinner meeting of the local staff of the | 


Penn Mutual, with General Ageut Sy 
uel G. 
Coffin as the guest of honor. 


geles as general agent for the M 
sota Mutual 
signed as general agent at Kansas ( 
for the Lincoln National. 
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Paul Schweich to Los Angeles 


Paul Schweich has gone to Los § 


there. He recently ; 










Executive, 42, pleasing personality, 
active, healthy, aggressive, ambitious 
high-grade office and sales organizer: 
through financial reverses two year 
ago resorted to insurance and singe 
did field work for one of largest wel. 
known companies; and now master 
every phase of business and likes i 
desires executive position with , 
progressive organization which cay 
use the extensive business knowledg 
and experience of an unusual mar 
whose income should be $10,000 p. a 

and over. Correspondence to X. W. oNnTI’ 
363 Diamond Street, San Francisco, (B) 1 


California. 
Candida 
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Successful State Supervisor of Agents 
Wants to Locate in Los Angeles 


Applicant now supervising about %O agents 
Has a consistent record of closing average d 
$50,000 Ordinary Business monthly 

agents; also record of Personal Sales Ability 


superb health, and has famil 
connected with not operating 


He is age 40, 
Company now 
in California. 

Compensation suggestion: Salary Expenses, 
Bonus on new organization production, and 











split on joint business. Address R-4l, sts of 
National Underwriter. : “ 

(This ad will not appear again) quty arm 

AN EXPERIENCED Life inst 





EXECUTIVE FIELD SUPERVISOR 


versed in the casualty lines, especially acciden 


, Mibeneficiarie 
following in (kh 


ferent typ 










health, having a large agency 
homa, Kansas, Iowa and Nebraska, now employe livided in 
desires to make a change. Is married, 38 years b 
presenting a good personal appearance and can { (1) Sp 
qualify in the above capacity Can arrange fe the comp: 
personal interview. 

Address R43, The National Underwriter placed. 71 
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JACK ROBERTS HANN, PRES. a 
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Established 1879 








$19,000,000 of Business ns 


sold on lives of ‘“‘advertised”’ 
prospects in same period. 


BANKERS LIFE COMPANY 


GERARD S. NOLLEN, President 


are subjei 
other cor 
3) E 


fede 

356,988 Prospects a 
received advertising letters weal $14 

in first five months of 1930 an 
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‘rancisexl (pg) ECONOMIC THEORY 
Candidates were instructed to answer 
he first and any three other questions.) 

Question 1 

| Agents 

geles List the various types of state and 

0 agents [MMederal taxes which financially affect a 

Averaee fe insurance policyholder and his 


wy Beari in mind the ne- 
ssity for each citizen assuming his 
jue share of the expenses of govern- 
ment, what modifications in existing tax 
aws would you recommend in the in- 
rests of public welfare and to assure 
muity among life insurance policyhold- 


Answer 


Life insurance policyholders and their 
eneficiaries are affected by several dif- 
ferent types of taxes. These may be 
vided into the following groups: 

d can f (1) Special life insurance taxes upon 
“Tithe company with which insurance is 
placed. These taxes include such as: 
a Premium tax. b. Franchise tax. c. 
Fee for filing annual statement. d. Fee 
for examining company. Agent’s li- 
cense fees. f. Retaliatory and recipro- 
cal taxes. Of these, the premium tax is 
the largest and most inequitable. It is 
frequently applied to gross premiums, 
he company being charged 1% per- 
cent, 2 percent, 2% percent, or some like 













percentage of its entire premium income. 
On ice the rates in various states differ, 
there is socentinatie discrimination be- 


tween policyholders in different states. 
Moreover, there is discrimination against 
the industrial policyholder as compared 
with the ordinary policyholder, against 
policyholders at older ages, and against 
those having higher premium forms of 





mtracts, taxes are based on gross 
NYIN premiums, there is also discrimination 
tween those who are insured in par- 
i nd nonparticipating com- 
* * * 
(2) Property and income taxes on 
companies Life insurance companies 
| are subject to taxation on their real es- 
tate holdi: and other property and 
— ae subject to an income tax just as are 
Nr Corporations. 
im ..°). Estate and inheritance taxes. 
‘he federal government levies an es- 
all life insurance in excess 
ible to named beneficiaries. 
ption is in addition to the 
exemption. Most of the 
levy inheritance taxes 








irance payable to named 

there are some excep- 

ao ind state income taxa- 
va . The federal government does not 
‘x lit€ insurance proceeds although on 


ose types contracts, such as an- 
natured endowments, it 
im excess of the amounts 
e policyholder. Only a 

income taxes. In com- 
personal income tax, the 
s not allowed under the 
duct any premiums paid 





pol licy holde . 
federal law to 
tor life insura nee. 
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chines ind the necessity for each 
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hartered Life Underwriter Examination 
Questions Given Last June Answered 
by American College Faculty Members 


expenses of government, I would rec- 
ommend that (1) all of the special taxes 
enumerated in the first division above 
should be consolidated into one tax 
which would be only sufficient to bear 
the expense of operating the state in- 
surance department instead of being 20 
to 25 times that amount as is at pres- 
ent the case. (2) The insurance com- 
panies should continue to pay taxes on 
their property and net income just as 
other corporations. (3) Proceeds of life 
insurance payable to named beneficiaries 
should be exempt from all estate and 
inheritance taxation up to a reasonable 
limit, such as $100,000, which will pro- 
vide the necessities and some of the 
comforts of life for beneficiaries. Life 
insurance should not be used as a means 
of tax evasion but every citizen should 


be encouraged to carry a _ substantial 
amount of protection for his benefi- 
ciaries. (4) In order to encourage the 


heads of families to protect their benefi- 





should be 
computing 


per- 
their 


ciaries properly, they 
mitted to deduct, in 
income taxes, a reasonable amount for 
premiums used to purchase family life 
insurance. This might be a sum such 
as $500 a year. (5) While there are 
other recommendations which might be 
made, the above have been suggested 
because I believe they will help to fos- 
ter the use of life insurance and will at 
the same time place upon life insurance 
policyholders a fair share of the taxa- 
tion which should justly be borne by 
them. 
Question 

The production of commodities per 
capita and per unit of capital in the 
United States has increased rapidly 
in recent years although there has been 
a relatively small increase in the area 
of land which can be productively uti- 
lized. Do these facts contradict the 
law of diminishing returns? Explain. 


Answer 


The law of diminishing returns 
serts that in a given state of the arts, 
land being limited in quantity, the con- 
tinued application of larger amounts of 
labor and capital to land will reach a 
point where the productivity of the land 
will not be commensurate with ‘the 


as- 








Reasons for High Lapse Rate Advanced 





The principal problem of life com- 
panies is to secure renewal of policies 


| 


how- 
the 


There are, 
with which 


business on the books. 
ever, certain factors 


at the end of the first year, B. J | agent has to contend in rural communi- 
Stookey, secretary Illinois Life, declared | ties that do not have to be met by the 
at the company’s $100,000 Club conven- | agent in the city. ie 
tion, preliminary to presenting conser- | “For instance, a crop failure in one 
vation prizes. locality may _ seriously interfere with 
He said the company’s experience on | business and by reason of the distances 
business since 1908 is an average first | it is sometimes difficult for the agent in 
year termination of 25.2 percent, second | the rural community to keep in close 
year termination 11.2 percent, third | touch with the policyholders. I believe, 
year lapse 8.6 percent and average lapse | however, that the percentage of re- 
end of fourth year, 8 percent. He | newals in any territory more or less re- 


pointed out that 60 percent of all lapses 


in the first five years comes at the end 
of the first year. 
Premium Notes Collected 
Although some companies have not 


had good experience on note business, 
Mr. Stookey says the Illinois Life's rec- 
ords show that last year the company 
accepted 9,945 prem:um notes for $736,- 
400, of which 8,892 notes for 3642,067 
have been paid in full, or 87 percent. 
This leaves only 1,053 notes or $94,333 
not yet fully paid. 

“It is the preventable !apses that con- 


cern us, and they occur in most cases 
for one of two reasons,” Mr. Stookey 
said. “Either the policy has not been 
properly sold in the first place or once 


sold it has not been followed up prop- 
erly. In my opinion the last statement 
contains the crux of the entire problem 

“Millions of dollars of life insurance 
is being dropped every year simply be- 
cause it is not properly followed up by 
the agent. Things which people must 
be persuaded to buy, they must be per- 
suaded to keep. and the time to induce 
the insured to keep his policy is at the 
end of the first year. 

City Record Is Better 


“Strange as it may seem the renewal 
record on business in the large cities is 
better than in the rural communities. 
It is admitted that competition is much 
keener in the large cities and it would 
seem by reason of this fact that there 
would be more difficulty in holding the 





flects the activity of the agent. 

“Another interesting phase of this re- 
newal problem is the rate of termina- 
tion of policies by forms. In the pres- 
ent era of low priced insurance it ?s 
rather gratifying to us to note that the 
renewals are much better on the 
called high priced policies. 


Sso- 


Cheap Forms Lapse Badly 


business written in 
the years 1924-27, the highest percent- 
age of renewals of the business written 
is on the 20-year endowment form. Then 
come the following policies in order 
named: Limited payments, 10-15-25 and 
30; 23-year endowment, endowment at 
65, 20-payment life, miscellaneous en- 
dowment, ordinary life, term. You will 
note that the lower the premium 
higher the rate of termination. 

“I think we can show an improvement 
and cut down our loss on premium notes 
if agents will be a little more careful in 
granting credit. We are selling a prod- 
uct that has a fixed value. There is no 
more reason why we should furnish in- 
surance to a man who has a poor credit 
rating than there is why the dry goods 
merchant or a hardware merchant 
should grant unlimited credit to a man 
of doubtful rating. In all cases where 
the assured desires an extension it is 
desirable to obtain a partial cash pay- 
ment when the note is given.” 

The Illinois Life’s renewal department 
handled 7,362 reinstatements last year, 
10,000 requests for extension and made 
5,994 policy loans. 


“For instance, on 


the 








amount of labor and capital applied. In 
other words the productivity of the land 
after a certain point will tend to dimin- 
ish, 

Despite the fact that the production of 
commodities per capita and per unit of 
capital in the United States has in- 
creased rapidly in recent years, although 
there has been a relatively small in- 
crease in the area of land, there is no 
contradiction between this phenomenon 
and the law of diminishing returns, be- 
cause the processes of industrial evolu- 
tion, the researches of science, the force 
of new inventions and the aid of gov- 
ernmental and other agencies have re- 
sulted in new methods of production 
that are more effective in the production 
vield than the methods heretofore used. 
In other words, the state of the arts has 
not remained the same, but has im- 
proved. 

Question 3 


Economists have recently been con- 
cerned over the fact that the gold sup- 
ply of the world has been increasing at 
a diminishing rate. State the equation 
of exchange between the quantity of 
money and the price level. All other 
things being equal, what effect upon 
commodity price levels would you ex- 
pect with a small increase in the amount 
of gold and a large pe in the vol- 
ume of trade? Explai 


Answer 


Let M equal money. 

Let V equal velocity of money. 

Then MV will equal total commer- 
cial use of money and may almost be 
regarded as real volume of money since 
to spend $1 ten times is, for economic 


purposes, equal to spending $10 once, 
Let T equal total units of trade. 
MV 
Then ——=P. Price (the average 
T 


unit base is found by dividing the total 
of effective money by the total of trade.) 
It is obvious that under this equa- 
tion an increase in money would mean 
higher prices. Less trade would mean 
higher prices Less money or more 
trade would mean lower prices. 
Under modern conditions the 
is complicated by using money 
tutes—i. e., credit instruments 
bills of exchange, banking credit, 
which really serve as additional 
supply. 
Let M’ equal credit instruments. 
Let V’ equal velocity or effective use 
credit instruments. 
Our total money supply is MV 
plus M’V’. 
This, divided by total trade will give 
the real P or economic price level. 
From what has been said it is evi- 
dent that the fact that the gold supply 
of the world has been increasing at a 
diminishing rate may be offset or even 
counterbalanced by an increase in ve- 
locity of money and/or money substi- 
tutes, or an increase in actual amount 
of money substitutes. But everything 
remaining equal, a small increase in 
amount of gold (basic money) with a 
large increase in trade, would tend to 
spread the money more thinly over the 
volume of trade and that means lower 
prices. 


matter 
substi- 
(notes, 

etc.) 
money 


of 


then 


Question 4 


Is there any difference in the fac- 
tors governing the price which can be 
obtained for a 1930 radio set, and those 
governing the amount for which a paint- 
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ing by a 16th century artist, such as 
Raphael, may be sold? Explain. 
Answer 
Yes. There is a difference between a 
price fixed by free competition, on the 
one hand, and almost monopoly price 
on the other. 


A 1930 radio set must be priced at or 
near a point where no competing manu- 
facturer can afford to make a similar 
set and sell it for less money. If the 
price is materially higher than the point 
indicated, business will gravitate to the 
competitor. On the other hand, a com- 
petitive price may not permanently be 
set below the cost of production plus a 
fair profit, for such a price would force 
the manufacturer to seek a more profit- 
able occupation and leave the field to 
those who find a fair profit in it. 

On the other hand, no more 16th cen- 


tury paintings can be produced. The 
field is one of very restricted competi- 
tion. It is true that if the owner of 


Raphael's “Madonna” asked too high a 
price, the prospective purchaser might 
prefer to buy L eonardo da Vinci’s “Last 


Supper” or some work of similar pres- 
tige. However, in any case, the cost 
of production does not enter into the 


determination of the price, for no more 
such works can be produced. The price 
is accordingly set. on the basis of the 
highest price at which the purchaser can 
be induced to buy and the lowest price 
at which the seller can be induced to 
sell. If the owner must sell, the pic- 
ture goes to the highest bidder. If he 
need not sell, ne may reject all offers. 
Question 5 


Assuming that carpenters are being 
paid a daily wage which represents the 
maximum that contractors feel able to 
pay and still employ a given number, 
but that the carpenters’ unions insist 
on a 20 percent increase, what effect 
would you expect this to have upon (a) 
the number of carpenters employed, (b) 
the rate of wages in other occupations? 
Explain. 

Answer 

(a) Such a condition would result in 
reducing the number of carpenters due 
to the decrease in their marginal pro- 
ductivity if retained. The employers 
cannot hire new employees when they 
add less in product than is represented 
by the cost in securing their services. 

(b) The rate of wages in other occu- 
pations would tend to drop. Some car- 
penters would be obliged to find other 
work. The marginal value of their 
services would decrease, thus determin- 
ing the wages which an employer could 
afford to pay. As the supply of labor 
increases in a given field the wages tend 
to decrease. 

Since labor is more or less stratified 
and immobile, and since carpenters be- 
long to a class of skilled workmen 
which enters into but little competition 
with other special classes of labor, the 
effect upon the wages of these special 
classes probably would be neglible, but 
there would be an effect upon the wages 
of unskilled labor. A carpenter, not be- 
ing able to carry on his own trade, will 
be obliged to seek some other which 
probably will be unskilled. Therefore 
we would expect a decrease in the price 
paid for such labor. 

(C) SOCIOLOGY 


(Candidates were instructed to answer 
any four questions.) 


Question 1 


Enumerate the factors which deter- 
mine the standard of living for a fam- 
ily, and explain why a life underwriter 
must take this standard of living into 
consideration in programming insurance 
for a family head. 


Answer 


The standard of living for a family is 
determined (1) by the customs of their 
particular group, (2) by their education, 
their individual intelligence level and 
judgment, and (3) by the number in 
the family producing the family income, 
as well as its amount. 

Intelligence and education regulate a 
ability to understand. The ap- 


man’s 
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peal you can make to him depends on 
his ability to comprehend your presen- 
tation. If a life underwriter talks over 
a man’s head, he necessarily will turn 
down the proposition. 

Custom influences the buyer. If his 
group usually considers $1,000 insur- 
ance ample coverage, more would seem 
an extravagance and unnecessary. 

Income and the uses to which it is 
put ultimately determines the amount of 
insurance which can be bought. Some- 
times the underwriter can show the 
prospect where he can afford more in- 
surance by placing his finances on a 
budget plan. 

If, by high pressure 
underwriter succeeds in 
insurance than the man’s 
living warrants, it will simply mean 
lapsation and of renewal income. 
The scientific underwriter places insur- 
ance in amounts where it can be paid 
for and kept up. Any other is expen- 
sive and unsatisfactory. 


methods, the 
placing more 


standard of 


loss 


Question 2 


Distinguish between communicable 
and degenerative diseases. Explain why 
the health conservation activities of life 
insurance companies have been primar- 
ily directed against the former so far 
as industrial policyholders are concerned, 
and against the latter among ordinary 
policyholders. 


Answer 
Communicable Diseases.—A_ disease 
which can be communicated or trans- 


ferred from one person to another. Ex- 
ample—measles, scarlet fever, typhoid 
fever, tuberculosis, etc. 

Degenerative Diseases—A_ disease 
caused by the breaking down of an or- 
gan of the body—not communicable. 
Example.—Heart disease, Brights dis- 
ease, hardening of arteries, etc. 

Health conservation is directed 
against communicable diseases in cases 
of industrial policies (1) because of 
usual crowded working and living condi- 
tions of policyholders, giving more 
chance for these diseases to be com- 
municated, (2) some classes of indus- 
trial work makes workers more sus- 
ceptible to certain diseases, (3) cost of 


health work to uncover degenerative 
diseases is prohibitive for this class of 
insurance. 


It is directed against degenerative dis- 
eases in case of ordinary policyholders 
(1) because they are less susceptible to 
communicable diseases, (2) they know 
and practice the rules of hygienic liv- 
ing more thoroughly, and, (3) the cost 
of health work among this class is not 
an undue charge upon the premium in- 
come.—The degenerative diseases are 
the “hidden” diseases requiring individ- 
ual medical examinations periodically 
for their detection. In this class of 
policyholders, the continuance of pre- 
mium income is highly desirable from the 
company’s standpoint. To uncover the 
“hidden disease” and to correct it will 
mean an eventual mortality savings to 
the company which should more than 
offset the cost. 


Question 3 


List the outstanding characteristics of 
the modern health movement. Indicate 
some of the ways in which life insur- 
ance companies have cooperated in this 
movement. 

Answer 


To eliminate disease as much as pos- 


sible by removing the cause. To pro- 
vide better sanitation, better housing 
conditions, purer water, education of 
mothers, public baths, public nursing 
service, clinics and dispensaries, fresh 
air camps, etc. 

Life insurance companies have co- 


operated in this movement by furnish- 
ing public nursing service, free medical 
examinations, by cooperating with local 
authorities in the study of the causes 
and cures of various types of disease, by 
lending money to build moderate priced 
homes, by the distribution of millions of 
pamphlets about the nature and treat- 
ment of diseases and by advertising in 
the magazines. Some of the companies 
maintain sanitariums for the treatment 
of tuberculosis. Others send nurses to 





the homes to instruct the mothers in 
the care and feeding of children. Most 
companies buy municipal bonds, the pro- 
ceeds of which may be used in building 
filtration plants, or contributing to pub- 
lic health in numerous other ways. 
Progressive insurance companies are in- 
terested in everything that tends to pro- 
long life and their funds are always 
available for that purpose. 
Question 4 
What influence has workmen’s com- 
pensation legislation exerted upon the 
frequency and severity of industrial ac- 
cidents? Explain. Enumerate the ar- 
guments you would advance to a worker 
covered under compensation insurance 
as to why he should also carry life in- 


surance. 
Answer 


Workmen's compensation has _less- 
ened the number and severity of indus- 
trial accidents, for the following rea- 
sons: (a) The casualty companies have 
carried on vigorous accident prevention 
campaigns among both employers and 


employes. (b) They have insisted on 
safety devices and methods, plant safety 
organizations, etc., refusing sometimes 


to accept risks until certain preventive 
steps were taken. c) Employers are 
penalized in their rates for bad experi- 
ence and because of higher premiums 
for such unsatisfactory experience, 
careless and negligent employees tend 
to be eliminated and are forced to seek 
other work. 


* * * 
A man covered by compensation in- 
surance should also have life insurance 


because: (a) Workmen’s compensation 
insurance covers him only for accidents, 
and then only for those incurred in line 
of duty. (b) The amount of benefit is 
small. (c) He may go to work for a 
small employer who is not obliged to 


carry workmen’s compensation or he 
may go into business for himself. (d) 
Disability benefits are usually limited in 
duration. (e) Life insurance covers 
death from both accident and natural 
causes 24 hours in the day. (f) Even if 
a worker's family can collect a princi- 


pal sum for accidental death under work- 
men’s compensation insurance they can 
also collect from the life insurance pol- 
icy. The coverage may be more nearly 
adequate.  g) At termination of em- 
ployment, he may take his life insurance 
with him, with no additional premium 
for change of employment. (h) In event 
of a serious disability, resulting from 
either accident or illness, the life insur- 
ance policy with a disability clause will 
pay an income lasting as long as the 
disability lasts—the income is not lim- 
ited as to number of weeks. (i) Work- 
men’s compensation insurance provides 
nothing for old age. Life insurance 
provides definite guarantees for old age 
—it is an insured savings program. 


Question 5 


Show the importance of thrift in the 
advancement of society, and explain the 
advantages which life insurance as a 
means of saving possessés as compared 
with other types of saving. 


Answer 


Only as a society is willing to save 
and devote funds so accumulated to its 
future betterment, can any real prog- 
ress be made. This is not only true 
of society as a whole, but also of the 
individual family and personal units 
which compose it. Poverty is probably 
the greatest cause of disease, crime, and 
general degeneration—and poverty is 
usually caused by prodigality, which is 
the opposite of thrift. 

Of the many means used to effect sav- 
I believe life insurance offers the 


ings, 
most certain and best because: (1) It 
guarantees that the desired goal will 


not be defeated by death or disability. 
(2) It is systematic and as such tends 
to create habits of thrift which will ex- 
tend to other fields of savings and in- 
vestment. (3) It is semi-compulsory 
and puts pressure on the policyholder to 
help him keep his good resolutions. (4) 
It provides a method of saving and in- 
vesting small sums which would other- 
wise be lost or foolishly spent. (5) It 
is absolutely safe, yet returns a very 
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iair rate of interest on the investm 
factor. (6) It is available in emerg 
cies but will not be as liable to w 
drawal for petty needs as is the sayy 
bank fund. (7) It diverts funds 4 
productive channels and prevents } 
through speculative or fraudulent 4 


(8) Its huge reserve fy 
form a basis for the fundamental ing 
tries and utilities of the nation, ¢ 
benefitting society at the same time 
benefits the individual policyholder 
[Another installment in this xe 
will be »resented in a succeeding j 


vestments.” 


Encourage C. L. U. Candidate 


To encourage its field men to aty 
the C. L. U. degree, the Northwes- 
National Life has made available t 


didates for the degree all  texthos 
needed in preparing for the examina 
and has also agreed to reimburs 
cessful candidates for the $50 exa 
tion fee. 





Allen Agency’s Big Month 


The J. T. Allen agency of the Kang 
City Life at Denver will hold its anny 
agency celebration next Wednes 
Thursday, Friday and Saturday as; 
culmination of the biggest month in % 


history. The agency paid for $843) 
in August. Walter Cluff, educati 
director, will hold an intensive scho 
instruction at the Allen agency 
Wednesday and Thursday for the | 


fit of about 35 newly appointed age 





— Meetings Planned 


ef Thornton, secretary of the } 
land Life of Kansas City, will star 
series of agency meetings which 


President Daniel Boone and C 
Cortner, agency superintendent, will 
during the next few weeks preparater 
to policyholders’ month in October. } 


Thornton’s meeting will be in Jos 
Mo., Sept. 17. At Oklahoma Ci 
Fort Worth, Wichita Falls, Tex., Ar 
rillo, Texas, and Wichita and Lan 
Kan., regional conventions will be he 
New Chicago Directory 

THe NATIONAL UNDERWRITER has g 
ten out the 1930 edition of the Chic 
Insurance Directory which is the re 


ognized reference book for Chicago 
Cook county. This is the 17th annw 
edition. It gives full information ¢ 
garding agents and companies, broker 





general agents, special agents and t 
like. It is a complete compendium 
information insurance-wise. 


Amos Sterner Now Manager 


Amos Sterner, formerly assistant m: 
ager for the Travelers, life in surance 


vision, at Kansas City, has been ma 
manager there following the recent rt 
ignation of Wiley E. Pendleton. 


Sterner formerly was assistant manage 


at Chicago. 


New Group Man in Baltimore 


The Aetna Life has appointed a th 
group man as home office represent 
tive at its Baltimore “— The 
appointee is Robert M. Austin, a sf 
uate of the training school at the hon 
office. He is a native of \Vashingt 
D. C., and a graduate of Georgia T¢ 


Set Hearing on Receivership 


Hearing on the complaint of the st# 


of Indiana on relation James 
Ogden attorney-general, against 
Federal Mutual Life for aj vointmen 
a receiver, has been set for late nS 
tember in circuit court at Fort W4 
Ind. 





With the Unique Manual- Dies 7 
0K 


have a complete reference | 
give you a quick, con 
practically any question as 





cial and insurance posit AB ae 
provisions, rates, dividends a ree? 
values, and general inforn _ re 
ing an American Life Insuranc: , 
pany. Order at your company °™ 
from The National Unde: 



















